Regent: 2338 


Vi ON HERE else does the tourist find more interesting and attractive places than in old 


Virginia. 
The hotel accommodations are kept attractive and modern in spirit of traditional pride. 
Here in Petersburg is another outstanding example of a simple and beautiful hotel. 


The guest rooms have been equipped with HUNTER’S latest type pedestal oscillators. 


HUNTER FAN & VENTILATING COMPANY, INC. 


Factory: FULTON, N. Y. 
General Sales Offices: Memphis, Sterick Bldg. 
Eastern Sales Offices: New York, 92 Warren Street 
Sales Offices: 
DALLAS PHILADELPHIA BOSTON DETROIT CLEVELAND 
ATLANTA CHICAGO ST. LOUIS NEW ORLEANS 
PITTSBURGH WASHINGTON 
HOTEL PETERSGURG 
PETERSBURG 
VIRGINIA 
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SBA THE OKONITE COMPANY 


Founded 1878 
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"It's a BIG JOB to sell 


DEQUATE WIRING /7 Old Homes 
) ~but the FUSTAT can help you doit’ 


SERVES 
SAVES 


is the Fustat? 


It is a fuse to which a 
thermal cutout is added. 
It protects like a fuse 
against shortcircuits— even 
high resistance shorts such 
as occur in flexible cords. 
It protects against per- 
manent overloads, even 

Adapter when as light as 25%. 

retails at Yet it will not ‘blow 

7lgc on motor starting cur- 
rents of washing ma- 
chines or other appliances. 

It has a non-tamperable base that keeps 
anyone from robbing the circuit of pro- 
tection, 

It firs Edison base fuseholders through 
the use of an inexpensive adapter. 


BUSSMANN MFG. CO., University 
llwood, IIl 


JEFFERSON ELEC. CO 


KIRKMAN ENGINEERING CORP 


Stops overloading that hinders the full use of electricity 


The branch circuit is the “‘bottle-neck” of electric service, because 
through it flows all the “‘pay load”’ to the user. As this ‘‘bottle-neck” 
is overloaded, SATISFACTORY service diminishes because: 


2. Overloading, when continued often 
destroys the wiring and causes money 
loss to the user — revenue loss to the 
Utility and tremendous loss of good will 
to the entire industry. 


1. Overloading usually means a low- 
voltage condition that causes user dis- 
satisfaction due to inefficient opera- 
tion of lamps and appliances. 


The Fustat steps in to help correct this overloading evil 


Its non-tamperable feature shuts out “handy men” from substituting too 
large a size, and tampering it in any way to permit overloading is virtually out 
of the question — without such tampering being clearly visible where it warns 
the user that all protection is gone. 

Since the user can’t load a circuit beyond proper capacity of the copper, the 
Fustat eliminates revenue sapping low-voltage conditions — 

And by blocking excessive overloading it prevents overheating that destroys 
wiring, creates fire hazards and causes costly shutdowns. 

In addition, when a Fustat does blow to protect, only the normal load on one 
circuit is off the line — instead of a user possibly having a large part of his lights 


and appliances out of service. 


User can’t side-step 
adequate wiring issue 

When additional circuits are needed 
the user cannot readily side-step the 
issue at the sacrifice of safety. New 
circuits that increase efficiency of ap- 
pliances and encourage their greater 
use must be installed. 


Permits more outlets per circuit 

Adding a maximum number of out- 
lets is a perfectly safe practice because 
the Fustat guards the circuit against 
overloading. 


Wipes out any excuse 
for tampering 

A Fustat won’t blow when washing 
machines, refrigerators or other motors 
start because of its long time-lag. It 
wipes out any excuse for tampering 
or the use of fuses too large to properly 
protect when shorts occur in flexible 
cords. 

Helps get more appliances 
on the line 

The circuit can be loaded to ap- 
proved capacity without needless 
blows — or sacrifice of safety — for 
the Fustat doesn’t blow on starting 
currents, 


It’s just good business to sell, install and use Fustats 


at Jefferson, St. Louis 


121 Sixth Ave., New 


NATIONAL ELECTRIC PRODUCTS CORP., Fulton 


UNION INSULATING CO 


27 Park Place 


New York City 


Retails at 


hex 


im 15 to 30 amp. sizes 
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Continues above 1936— 
Catching up with 1937— 
New England recovers— 
Gains are general 


With the production of 2,182,751,000 
kw.-hr. in the week ended October 15, 
according to the Edison Electric In- 
stitute, the output curve of the electric 
light and power industry resumed the 
upward trend that had been interrupted 
during the three preceding weeks. The 
output was the largest for any week 
thus far in 1938 with the single ex- 
ception of the week following Labor 
day. With the same exception, also, it 
approached. most nearly to the output 
a year ago, the disparity being cut to 
4.1 per cent. The increase restored the 
lead over 1936 which has characterized 
the operations of the pact: belf + 
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Output Resumes Its Rise 


24 WEEKLY 
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STEADILY 
INCREASING 
OUTPUT DEMANDS IT 


Seldom has such an opportunity for increased revenue been 
presented. You may have to wear out a little more shoe leather 
—or a little more mileage off your tires—but it’s worth the 
extra effort. Large and small users alike are anxious to learn 
how to stop waste and inefficiency caused by obsolete and in- 
adequate wiring. YOU are the man to advise them. Our nation- 
wide organization of sales-engineers offer their services in 
helping you survey the wire and cable needs of your customers. 





CENT 


) & CABLE CO. INC 


YJ NEW JERSEY 


SOUTHERN REPRESENTATIVES 


ATLANTA, GA. 
Edgar E. Dawes 
A-4 Rhodes Bldg. Annex 


NEW ORLEANS, LA. 
Paul Hogan, Jr. 
305 Levert Bldg. 


CRESCENT ENDURITE SUPER - AGING INSULATION 
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Employees Participate in 


Utility Lamp Campaign 


Anti-merchandising law no obstacle in 
this cooperative lamp sales campaign. 


ITH a triple-purpose, well 
planned lighting cam- 
paign that gives every 


promise of exceeding all expecta- 
tions, the Public Service Company 
of Oklahoma, with home offices 
in Tulsa, has produced what is 
considered to be one of the most 
unusual dealer-cooperative plans. 

In this campaign the Public 
Service Company, prohibited by 
an Oklahoma state law from mer- 
chandising appliances, acts as a 
sales organization for dealers. So 
far as the utility’s part of the 
campaign is concerned, the dealers 
participate only in the profits. 
The company does all the work 
and at the end of each phase of 
the campaign mails to each of the 
participating dealers a check 
representing his pro-rata profit 
from the venture. Of course, the 
participating dealers are taking 
advantage of the wide spread pub- 
licity which the campaign is re- 
ceiving and the intensive 
advertising program of 
the utility company to in- 
crease their own sales of 
lighting equipment and 
lamps. 

The company supplies 
all promotion, including 
extensive newspaper ad- 
vertising, but the com- 
pany expects to break 
even on the investment, 
not to mention the addi- 
tion of created load. 
Furthermore, company 
employees collect indi- 
vidual benefits in cash. 
Hence the three pur- 
poses—dealer - coopera- 
tion, load building and 
personnel benefits. 

The campaign began 
September 1 and extends 
through December 31, 
involving the sale of in- 
direct ceiling socket fix- 
tures such as the West- 
inghouse Hemcolite, the 
Pastel light, Mazda 
bulbs, Pin-Up lights and 





approved I.E.S. table lamps. For 
this purpose the entire personnel 
of the Public Service Company, 
728 employees in the various com- 
pany districts of eastern Okla- 
homa, was transformed into a 
sales organization at the request 
of a group of representative 
dealers. 

As an example of the function- 
ing of the campaign, consider the 
first objective for the period Sep- 
tember 1 to 30—the sale of 2,800 
Hemcolites, complete with 100- 
watt bulb. Six thousand Hemco- 
lites were sold in the thirty days! 

This accomplishment indicates 
that the basic ingredient was 
personnel enthusiasm, and that is 
true. Of course, on the sale of 
each Hemcolite at the price of 
$1.49, plus 3 cents sales tax, there 


Vice President Robinson of Public Service Com- 
pany of Oklahoma demonstrates an indirect ceil- 
ing-type socket fixture to employee sales group. . 


Was a commission of 28 cents for 
the Public Service employee who 
made the sale, with the added in- 
ducement of a series of prizes for 
each event, ranging from $40.00 
for first place down to $5.00, with 
prizes awarded on a cumulative 
point basis. But in addition, there 
was the competitive spirit gen- 
erated within the organization. 

The personnel was divided into 
twenty-two sections and the set- 
up within the company is much 
like the average community fund 
campaign organization, with the 
company publication stirring com- 
petitive spirit. Sales talent 
sprouted miraculously. 

Each employee received an 
order book, a sample light and a 
list of participating dealers. 
When a sale was made, the cus- 
tomer was asked which 
dealer he preferred to 
receive credit for the 
sale and his choice was 
so recorded. If there was 
no preference, then the 
sale fell into a general 
classification with hun- 
dreds of others, to be 
equitably distributed 
among the dealers at the 
end of the Hemcolite 
section of the campaign. 

Receipt by the dealer 
of his check for the net 
profits from the _ sales 
credited to him was de- 
layed only by collections. 
The purchaser was per- 
mitted to charge the 
Hemcolite to his electric 
bill to be distributed 
over three monthly pay- 
ments, and the dealer re- 
ceived his profits as 
collections progressed. 

Merchandise used was 
ordered for the dealers 
but shipped directly to 
campaign headquarters— 
























An effective yet simple window display used during the campaign. 


the Public Service Company. How- 
ever, dealers were not billed for 
any stock, neither did they so 
much as see the stock. Nor did 
the company make any charge for 
all the bookkeeping services in- 
volved. 

The procedure observed in the 
Hemcolite phase of the campaign 
prevails throughout and the or- 
ganization remains intact. The 
Public Service Company organiz- 
ers supplied an aeronautic touch, 
organizing the personnel into 
“bombing squadrons” with leaders 
variously designated as flight 
commander, flight navigator and, 
in the case of the treasurer who 
kept records of commissions, 
“flight paymaster.” 

Other Phases of Campaign 

Other phases of the campaign 
were divided as follows: Pastel 
lights, October 1 to 15, with a 
sales commission of 35 cents; 
LE.S. table and study lamps, two 
types, October 15 to November 15, 
with sales commissions of 85 
cents and $1.10; Mazda _ bulbs 
from September 1 through Decem- 
ber, with a sales commission of 
15 per cent. 

On the major items of the cam- 
paign—I.E.S. table and _ study 
lamps—it will be interesting to 
examine the company breakdown 
which made this item pay its way, 
leaving the company to absorb 
only the expense of bookkeeping. 


Two types of lamps were _ in- 
volved, one retailing at $3.98 and 
the other at $5.98. The distribu- 
tion of expenses involved were as 
follows for the higher priced 


lamp: 
Cost of lamp $3.34 
Freight £5 
Bulb 25 
Sales Commission 1.10 
Reserve fund for prizes 
and credit losses 24 
Net profit to dealers 1.00 
Total Retail Price $5.98 


*If the company employee did not 
deliver the merchandise in person, a rea- 
sonable amount was deducted from the 
commission to defray delivery expense. 
The expense involved on each 

$3.98 lamp, costing $1.82, was ap- 
proximately the same except that 
the employees sales commission 
was only 85 cents and the profit 
to dealers on each lamp was only 
75 cents. 

The company will not know, of 
course, what the additivnal load 
will amount to until the campaign 
is concluded, or how much of the 
load will be stable, but already 
the territory is populated with ap- 
preciative dealers, and employees 
have benefited in proportion to 
the effort expended. 

It was interesting for company 
officials to notice some unusual 
sales approaches developed. One 
man sold 15 Hemcolite fixtures in 
two hours after leaving his desk. 
Another, in one of the smaller 
towns in the territory, tackled 
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the school authorities with such 
vigor that he sold a gross of 
Hemcolites. Still another spent 
his nights making the rounds of 
hamburger stands and smaller 
eating places with great success. 
Many of the employees enlisted 
the assistance of wives and in 
some of the smaller centers, 
church groups were drawn into 
the competition. Thus the indi- 
vidual realized that his personal 
efforts alone would not win a 
prize and from that point the 
competition of organization within 
organization grew spirited. 

Without increasing the adver- 
tising budget, the company is giv- 
ing the campaign additional im- 
petus by concentrating all news- 
paper advertising on the lighting 
campaign during the period of the 
contest. In accordance with com- 
pany policy, the money thus spent 
is regulated by monthly appropri- 
ation and population of communi- 
ty, with each advertisement listing 
cooperating dealers. 





Home Lighting Program 
Planned For 1939 


D EALERS in home lighting 

equipment of every kind 
will have an _ opportunity to 
stimulate their sales next year 
through a nation-wide promotion 
under the sponsorship of Edison 
Electric Institute. The program 
will be presented in “plan book” 
form about the first of December. 

A useful feature of the plan 
book will be a supplement con- 
taining “case histories,” or 
records of actual promotions with- 
in this field which have been suc- 
cessfully conducted in recent 
months by dealers and _ utilities. 
The general program is built 
around these individual ‘success 
stories,” which are varied in char- 
acter and circumstance so that 
any dealer or utility is certain to 
find a plan which it can use as 
presented or can easily adapt to 
local conditions. In view of the 
wide variety of proved campaign 
plans which will be presented, 
there will be no legitimate excuse 
for any dealer or utility to fail 
to board the band wagon. 

The program will cover the en- 
tire field of home lighting equip- 
ment. Dealers will find in the 
plan book a storehouse of suc- 
cessful merchandising ideas that 
have increased dealer sales of 

(Continued on page 22) 



























































Home Service Staff 
Promotes Wiring. . 


HOUSANDS of 

families are regularly 
ing information and advice on ade- 
quate wiring through the efforts 
of the home service advisors staff 
of the Birmingham Electric Com- 
pany. 

Roy H. Knox, supervisor, sales 
promotion and advertising depart- 
ment of the utility, reports a group 
of twenty trained advisors is dis- 


Birmingham 
receiv- 


cussing the benefits of adequate 
wiring on regular canvass calls. 
Approximately 3,000 to 3,500 
homemakers are contacted each 
month. 

“This activity,” said Mr. Knox, 


“is resulting in a goodly number 
of prospects for additional conven- 
ience outlets and _ re-wiring 
and they are referred to cooperat- 
ing electrical contractors.” 


jobs 


A comprehensive’ information 
program designed to carry news of 
the Birmingham adequate wiring 
certification activity to consumers, 
architects, builders and the 
electrical industry is being under- 
taken by the utility. A series of 
small, eight-page consumer fold- 
ers, pointing out the essentials of 
adequate home wiring and its value 
in terms of comfortable, economi- 
cal living, are being sent to all 
domestic customers. A bulletin en- 
titled A B C News is issued over 
the signature of H. E. 
president, and jis addressed, as the 
name implies, to architects, build- 
ers and contractors. Furthermore, 
the wiring subject is carried in the 
columns of still another company 
publication, the Electrical Appli- 


local 


Cox, vice 


ance Profit News, distributed 
among dealers. 
The Birmingham certification 


plan is being promoted through the 
Birmingham Electrical Association 
under the direction of an adequate 
wiring committee. Munson B. Hin- 
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man, supervisor of residential con- 
struction, is chairman. Other mem- 
bers of that committee are George 
Juneman, C. R. Causey, Bennie 
Weil, N. E. Mashburn and Johnny 
Simmons. 


Air Conditioning Load 
Greater in New Orleans 


NSTALLATION of air condi- 

tioning in what is said by engi- 
neers to be the largest commercial 
office building in the world to be 
so equipped, and other unit installa- 
tions raised such work to a record 
peak in horsepower in New Or- 
leans during the first nine months 
of 1938. 

Conditioning installations reach- 
ed a total of 4,007 horsepower dur- 
ing the first nine months of this 
year, compared with 1,560 for the 
entire year 1937; and brought total 
horsepower of installations in New 
Orleans to 14,685. 

Buildings to receive air condi- 
tioning equipment during the 
three-quarter period included the 
Municipal Auditorium, where sum- 
mer warmth prevented extensive 
utilization of the building during 
a large part of the year. Condi- 
tioning installations this year also 
include two of New Orleans most 
modern office buildings, the Canal 
bank building, and the Hibernia 
bank building. As a result, the 
managers report, under 
lease nearly 100 percent for the 
first time in many years. The Ca- 
nal building, now housing the 
National Bank of Commerce, is 
said by officials of air condition- 
ing concerns to be the largest build- 


space is 


ing not government owned to be 
equipped with air-condiiioning. 
Air conditioning installations 


during the nine months period of 
1938 total 140, of which 40 were 
for residences. This was numerical- 
ly below 1937 when 166 installa- 
tions were made. 


Tulsa Contractors Maintain 
Permanent Exhibit 


OVE of the most. effective 
means developed by the Elec- 
trical Contractors Association of 
Tulsa, Oklahoma, for directing the 
attention of the prospective home 
builder to the subject of wiring at 
the time when his home is being 
planned consists of participation 
in a permanent exhibition of the 
Tulsa Construction League. 

This exhibition is housed in a 
large, single floor building, in a 


quasi-residential district not far 
from the downtown section. More 
than 30 displays have been pre- 


pared by various participating de- 
partments of the city’s building 
trades. An average of 80 persons a 
day have visited the display room 
during the first six months. 

The booth of the Tulsa electrical 
contractors makes use of display 
materials supplied as part of the 
Nationa] Adequate Wiring Pro- 
gram. Changed seasonally, or as 
needed, the display presents charts 
showing how homes should be 
wired with a view to adequacy, and 
display panels showing various 
manufacturers’ items. 
electrical contractors 
are most interested in adequate 
wiring in the home, this subject 
has been featured in our exhibi- 
tion,” reports Leslie T. Allen, 
chairman of the conference board 
of the electrical contractors 
ciation. 

“The electrical 
ually has little in the way of fa- 
cilities for displaying the mechan- 
ics and the materials of his trade. 
His problem is further complicated 
by the enormous number of changes 
in wiring merchandise, the great 
variety in fixtures available, and 
the fact that he must direct the 
builders’ attention to these prob- 
lems at the time the home is being 


‘Because 


asSso- 


contractor us- 


planned.” 












































































Holiday Lighting Used Eftect 
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Stimulate Xmas 
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EW cities in the South can match Dallas, Texas, in its effective 
use of light and color during the holiday season. Commercial 
firms have learned the value of “Christmas dress” for their places 
of business during those twenty-five important selling days between 
Thanksgiving and Christmas. Much credit for the widespread use 
of decorative lighting in Dallas goes to the effective lighting depart- 
ment of the Dallas Power & Light Company. A number of out- 
standing installations photographed last Christmas are shown here. 
(1) Volk’s department store centered Christmas decorations 
around its marquee and foyer. Festoons of greenery and three 
groups of electric candles framed the main entrance and picturesque 
foyer where floodlights trained upon cutout holiday figures atop 
the windows producing a brilliantly lighted spectacle. 

(2) The Dallas Power & Light Company did not neglect to light 
its own building during the festive season. 

(3) Neiman-Marcus Co. turned its Main Street Marquee to good 
account last Christmas by banking a mass of light bulbs and greenery 
around the trunk of a large Christmas tree. A continuous strip of 
gaseous tubing spiraled around the tree, accenting its conical shape. 
More tubing formed a star at the tree top as well as the greeting 
“Merry Christmas” across the face of the building. 

(4) Oak Cliff's Medical-Dental Building was the central unit in 
a block-long community display which attracted nation-wide atten- 
tion. Strings of festooned lights across the building top, combined 
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with the novel outline of a giant Christmas tree seven stories tall, 
made an inspiring picture which caused motorists to drive out of 
their way to visit this community center. 

(5) Banks, too, presented some of the most effective displays in 
Dallas. The Mercantile National Bank expressed its Yuletide 
greetings with the proverbial Christmas wreath and candles. This 
design is worked out in gaseous tubing on a removable painted 
background which fits neatly above the entrance. It combines the 
soft glow of candlelight with the green of a Christmas wreath. The 
bow and ‘Merry Xmas” are in red. 

(6) Cliff Maid Bread decorated the corner of its bakery building 
with a mass of green foliage dotted here and there by red and 
green lights. At equal distance from the corner, a wreath of light 
formed by incandescent bulbs gave unity to the simple design. 

(7) This home and the one shown directly below are repre- 
sentative of the many thousands in Dallas which are decorated every 
year. Home lighting contests conducted by the Dallas Power & 
Light Company were a most important factor in the stimulation of 
residential Christmas lighting. 

(8) Sanger’s relied upon thousands of red bulbs for its Christmas 
display. These lights followed the architectural lines of the eight- 
story building to give the effect of a huge box tied with many 
strings of red light and decorated with stars along the upper edges. 

(9) The Adolphus Garage presented a truly beautiful appearance 
last Christmas bedecked with gracefully hung festoons of foliage 
and colored lights. The fresh white finish of the building front 
provided an interesting background for the red and green lights. 
Although comparatively simple, this was one of the most effective 
displays in Dallas last year. 
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Flexibility Keynote in 
Industrial Wiring 


By C. N. Tunnell 


ITED in building circles as 

an unsual example of wir- 

ing adequacy and well- 
planned lighting, the recently 
completed American Can Company 
plant in Houston, Texas, offers 
an interesting case study in mod- 
ern factory lighting and electrical 
distribution. This plant covers 
six acres of space, located in the 
center of a sixteen acre plot. 

The electrical lighting 
wiring contract on this plant was 
handled by the Hatfield Electric 
Company, Inc., with Dan Hirsch, 
of the same company, the engineer 
in charge. 

The American Can Company’s 
Houston plant manufactures ap- 
proximately 20 carloads of cans 
daily, working on an eight hour 
day. The building proper was 
originally designed to give as 
nearly daylight working condi- 
tions as possible. The walls of 
this modern building are fully 
half glass... blue glass known as 
Coolite, which transmits the light 
rays but absorbs the infra-red as 
heat rays. This special feature 
makes a difference of eight to ten 
degrees in temperature within the 
building. 

The entire roof of the building 
is of saw-tooth construction, the 
sashes being operated by a battery 
of one hp motors. 

The lighting layout throughout 
the plant is in keeping with the 

the 
watts 


and 


most modern practice. In 
factory proper there are 4 
per square foot of floor space of 
illumination, giving ap- 
proximately 25 foot candles. All 
machines are perfectly lighted 
from the general lighting layout; 
however, a battery of Reelites are 
stationed at intervals of 25 feet, 
wherever there machines, to 
be used in the event of break- 
down. These Reelites will reach 
every machine in the factory. 

In the lithography department 
where tin is run through the 


general 


are 


lithography presses and then int 
the ovens for baking on the colors, 
all fixtures are equipped with 
daylight blue lamps to permit 
color matching. These blue lamps 
are rated at 750 watts and provide 
10 watts per square foot of space 
in this wing of the building. 

One interesting point in 
nection with all light fixtures is 
that each fixture is marked with a 
letter designating the panel and a 
number designating the circuit, 
for example, “L-3” meaning ‘L” 
panel and circuit “3”. This simple 
idea eliminates the necessity of 
an operator having to study any 
schedule or plan. Although the 
plan is so simple that any operator 
can operate the lights, one man in 
each section of the building is 
made responsible for the lighting 
operations. 

The electrical wiring in the 
American Can Company plant re- 
quired five carloads of conduit, 
four carloads of cable and more 
than 10,000 fittings. All machines 
have been equipped with fully 
automatic safety devices and 
special features to assure safety 
and efficiency. The 
baking and treating the tin sheets 
are equipped with safety devices 
which make it impossible to light 
which contains stale air 
The exhaust fans must 


con- 


ovens for 


an oven 


or gas. 


operate for three minutes before 
the oven can be lighted—a devia- 
tion in gas or exhaust pressure 
being sufficient to close down the 
oven and prevent lighting. 

The plant proper uses 8 miles 
of cable conveyors to transport 
finished stocks to stockrooms or 
the spur track for loading into 
cars, or vice versa. All miscel- 
laneous materials are transferred 
by electric lift trucks operated 
from storage batteries. One truck 
handles one, two or three bundles 
of tin weighing from one ton to 
one and one-half tons each. 

All circuit breakers, 
boards and transformer cases are 
enclosed. All wiring in the plant 
was designed with anticipation of 
future requirements. In the fac- 
tery proper, there is a battery of 
eight lines of machines.  Pro- 
vision was made for ten lines, and 
the same idea is carried out in the 
other sections of the plant. 

All machines have been _ in- 
stalled and wired so that they can 
be removed and hooked up by 
merely opening the plug and put- 
ting in the wire without tearing 
up the floor to make an installa- 
tion or remove a unit. Each 
panel covers a specific area. The 
feeders are in lead covered cable 
under the floor. All machines are 
fed from distribution panels by 
means of underfloor lead covered 
cable, and all machines are wired 
with new type coated wire im- 
pervious to oil or moisture. 

Cast iron boxes’ with 
tops are located at regular inter-4 
vals throughout the factory. 
Through these boxes, branch 
feeders may be pulled under the 
floor to any machine that may be 
installed later or to any re-located 
machine, making future hook-up 
almost as simple as plugging in a 
household appliance. 


switch 


bronze 


Many unusual features are incorporated in the electrical distribution 
system of the American Can Co.’s modern plant at Houston, Tex. 





Fluorescent Tubes Provide Economical 


Lighting in this Installation 


; OMPLETE absence of over- 
\ head lighting fixtures is an 
outstanding feature of the 

large modern banking room re- 
cently remodeled for Morris Plan 
Bank of Knoxville, Tennessee. 
Utilizing the new fluorescent 
tubing now commercially avail- 
able, the new installation provides 
approximately 25  foot-candles 
throughout the bank and elimi- 
nates practically all shadows. The 
smallest print can be read with 
ease, and flowers on display in 
the lobby show their natural 
colors as clearly as in the garden. 
Although the entire electrical 


job is unusual, the lighting is of 


particular interest because it is 
one of the first installations in 
the South utilizing the new flu- 
orescent tubing which lighting 
engineers expect to find wide- 
spread application. Wiring in the 
Morris Plan Bank building was 
installed by the Ideal Electric 
Company and the neon tubing was 
provided by the Post Sign Com- 
pany, both of Knoxville. 

The main lighting equipment of 
the banking room consists of a 
trough around the four side walls, 
near the ceiling, in which are 
concealed four rows of fluorescent 
type tubular lamps. Two of the 


By Warner Ogden 


rows consist of red tubing, one of 
green, and one of white. The 
light emitted from the _ four 
sources blend to produce an il- 
lumination very nearly the same 
in quality as ordinary “day light.” 

The fluorescent type tubing 
used in constructing the tubular 
lamps is a relatively new develop- 
ment. The fact that certain 
chemical compounds will emit 
visible light when exposed to in- 
visible ultra-violet rays has been 
known to chemists for many years. 
This principle has been applied 
to the tubular lamps by coating 
the inside of the tube with a 
fluorescent powder. In all lumi- 
nous tubes containing mercury 
vapor a large component of in- 
visible ultra-violet radiation is 
generated inside the tube. When 
the ultra-violet rays strike the 
fluorescent coating they are re- 
radiated as visible light. 


Fluorescent lamps in a 
trough near the ceiling 
provide the light source 
for this Knoxville bank- 
ing room. Colors are used 
to give daylight effect. 


As a result, the quantity of 
light emitted by the tube is greatly 
increased without increasing the 
energy consumption, so that it is 
now possible to produce several 
times as much light with the 
same amount of energy required 
by the standard type of lamp 
tubing. Another desirable char- 
acteristic of the lamps are that 
they remain relatively cool in com- 
parison with equivalent light 
sources of the incandescent type. 
This results in some saving in 
equipment required for air condi- 
tioning purposes as the heat lib- 
erated by high-wattage incandes- 
cent lamps is frequently an im- 
portant factor in the air condi- 
tioning of stores, banking rooms, 
etc., where high levels of illumi- 
nation are particularly desirable. 

The electrical work was some- 
thing of an achievement in itself 
It was done in a remodeling job 
on the building and work had to 


(Continued on page 43) 



























































Home-Like Atmosphere 
For Fixture Display 


By Geo. H. Watson 


HERE is a lot more to dis- 

playing light fixtures than 

merely hanging them up in 

the show room according to the 

experience of Powell Electric 
Company, of Montgomery, Ala. 

This concern in the first place 
chose a bungalow-like store out 
in the suburbs for its display 
rather than a downtown location. 
This location provides ample 
parking space for customers and 
creates a more favorable atmos- 
phere. 

In arranging the fixture dis- 
plays, consideration was given to 
the various purposes which they 
serve. They are segregated as to 
styles, there being a modern, a 
colonial and a crystal room. In 
these rooms the fixtures are 
further segregated on_ special 
panels for outdoor lighting, for 
bathroom lighting, and for the 
various types of room lighting. 

“We have endeavored to provide 
a real home-like setting, so that 
customers can get a better idea 
of how the lighting will look in 
their own homes,” said J. R. Pow- 
ell, who with his brother, F. M. 
Powell, are proprietors of the 
business. “The front door opens 
into our reception room which 
might be compared to the living 
room of a home. There is little to 
suggest the commercial nature of 
our business as we have tried to 
get away from the usual type 
fixtures store. 

“As our conversation with the 
customer develops, we endeavor to 
classify her as to the type of home 
she has or is planning and the 
amount she wishes to pay. 

“Our room displays are ar- 
arranged to prevent confusion in 
the mind of the customer. We 
can take her right to the type and 
price of fixture which she desires 
without reference to other lines 
which we may have. From past 
experience we found that a 
jumbled mass of fixtures merely 


creates confusion, leaving the 
customer unable to decide defi- 
nitely. For that reason, we have 
segregated our fixtures as far as 
possible.” 

One of the panel displays in the 
Powell store shows various elec- 
trical devices needed in the house 
such as door bells, clocks, signals 
and other wiring devices. Warn- 
ing signals showing when the 
pressing iron is connected or the 
closet lights are on are also 
shown. The number and uses of 
these signal devices are con- 
stantly increasing, Mr. Powell 
stated. 

“The trend is definitely toward 
indirect lighting, new type circuit 
breakers and three and four way 
switches, the kind which allows 
a person to pass through the 
house turning off lights behind 
him and turning on lights in front 
of him,” said Mr. Powell. He 
added that porcelain is still pre- 
ferred in bathroom lighting, al- 
though chrome fixtures are grow- 


ELECTRICAL SOUTH for DECEMBER, 1938 





ing in popularity. White is still 
the preferred color. In fixtures 
for porch and outside lighting 
the trend is away from black to 
copper, and an antique bronze 
finish is particularly popular. 

The Powell Company maintains 
one of the largest display of fix- 
tures in the South. However, it 
doesn’t wait for customers to 
come to see them, but rather goes 
after them. All types of adver- 
tising are used with a preference 
being shown for radio and direct 
mail. 

When a person obtains a build- 
ing permit, a letter is immediately 
dispatched to him congratulating 
him on the decision to build a 
home and offering him an oppor- 
tunity to select his fixtures from 
the large stock carried. 

The radio advertising has been 
particularly effective in bringing 
in out-of-town customers, those 
living within a 50 mile radius of 
Montgomery. Many of these have 
homes of colonial type architec- 
ture and find quite a stock of 
fixtures to select from at the 
Powell studio. 

The completeness of stock is 
used as quite a lever to increased 
business. Customers go _ there 
who are unable to find what they 
want at other stores. Mr. Powell 
keeps a careful check on the 
prices quoted by the mail order 
and chain store outlets and finds 
that while they may quote a cheap 
price on some leader, that actually 
(Continued on page 22) 


This exhibit at the Montgomery Home Show held recently brought the 
Powell Electric Company much new wiring and fixture business. . . 











Sales Executives 
Meet In Atlanta 


ORE than 175 representa- 
tives of the southeastern 
utilities and their guests met in 
Atlanta November 11 and 12 for 
a general sales conference of the 
Southeastern Electric Exchange. 
The program for the first day in- 
cluded separate meetings of the 
merchandising, industrial power 
sales, lighting, rural electrifica- 
tion and sales promotional and 
advertising committees. A joint 
luncheon over which S. P. Vecker, 
chairman of the sales section, pre- 
sided, was addressed by Bryan C. 
Hanks, president of the Exchange. 
An executive sales conference 
for all groups was held November 
12. This meeting was opened 
with an address by Wells M. 
Stanley, vice-president in charge 
of sales, Alabama Power Com- 
pany, describing the basic set-up 
of the sales organization includ- 
ing functional assignments and 
responsibilities. T. L. Bissell, of 
Alabama Power Company, pre- 
sented Mr. Stanley’s paper be- 
cause of his inability to attend 
the meeting. 

Should electric utilities con- 
tinue the energetic sale of appli- 
ances was the subject of an in- 
teresting discussion presented by 
R. B. Roberts, general sales man- 
ager, Florida Power & Light Com- 
pany. Mr. Roberts was followed 
on the program by C. A. Collier, 
vice president in charge of sales, 
Georgia Power Company, who dis- 
cussed the value of new indus- 
tries work by private utilities. 

Under the subject “What’s 
Ahead in Diesel Engine Competi- 
tion,” W. A. Moore, vice president, 
Mississippi Power and_ Light 
Company, analyzed the probable 
future situation facing the utility 
company in connection with this 
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type of competition. Mr. Moore 
outlined a practical sales plan 
which has proved successful in 
his own organization. 

Load mortality studies with a 
view of determining their causes 
and effects and for the purpose of 
planning. actions to offset same 
was the subject of a paper pre- 
sented by E. W. Ashmead, man- 
ager of sales, Tennessee Electric 
Power Company. The concluding 
address of the conference was a 
discussion of a program of em- 
ployee activities presented by J. 
M. Stafford, Jr., advertising de- 
partment, Georgia Power Com- 
pany. 


Washer Promotion 
Most Successful 


ATIONAL Washer and Ironer 
Week, October 23-29, gave 
countrywide stimulus to home 


laundering appliance selling, pro- 
duced more than 1,000,000 lines of 
additional special newspaper ad- 
vertising by cooperating utilities 
and appliance dealers, and created 
the greatest single week’s laun- 
dering appliance sales volume in 
the industry’s history, according 
to Joseph R. Bohnen, executive 
secretary, American Washer and 
Ironer Manufacturers’ Associa- 
tion. who from industry head- 
quarters here directed the distri- 
bution of promotion supplies to 
manufacturers, distributors and 
retail outlets. 

It is estimated that retail sales 
of washers and ironers in the 
week will total 60,000. 

Climaxing the six-day drive was 
the Association announcement 
that September factory shipments 
of washers totalled 125,821, close 
to the August eleven-month high 
of 129,163, and only 15.69 per cent 
below September, 1937. 


Community Public Service Sales Managers Learn to Cook 


Division sales managers and members of the merchandise department of the Community 
Public Service Co., Fort Worth, Texas, donned aprons for a session with pots and pans 


at a two-day range school held at Hotel Texas recently. 
struction, servicing, performance, care and proper use of range. 


The program covered con- 
Although not shown in 


this picture, President R. L. Bowen and Vice President N. R. Parsons attended part of 
the sessions and tried their hands at electric cookery. 2 et a ie ee 











This Dealer's Formula for More Sales— 


Personal Cooperation 
With His Sales Crew 


URING 
have 
selling 

appliances, I have 
man, crew manager, 
sales manager, sales manager, 
and now, owner. This experience 
has enabled me to form opinions 
and draw conclusions on those 
practises that assure a dealer of 
the best returns, and it is my be- 
lief that no dealer can hope to 
make a substantial and lasting 
success unless he devotes a large 
portion of his time personally to 
the operation of his business. 


the that I 
been engaged in 
major household 


vears 


sales- 


been a 
assistant 


By this I mean an actual con- 
tact with those people who buy 
his products, and who give him 
the business that determines his 
success. During the that 
refrigeration and household ap- 
pliances have been a part of mer- 
chandising, hundreds of dealers 
have come and gone; and, if one 
were able to uncover the actual 
causes of many of these failures, 
they would find that many 
dealers are content to sit back in 
an office and leave the 
bility of business to a 
sales manager or a crew 
men. 


years 


too 


responsl- 


getting 


of sales 


Sales Experience Helpful 
When | 


sales manager, | 
got out and worked with the men 
who were working with me. From 
my experience as a salesman, and 
from my association with numer- 
ous salesmen, I knew that only 
through direct contact and on- 
the-ground experience, could I ob- 
tain actual knowledge of work- 
ing conditions and results. 

Some salesmen would come in at 
night complaining that business 
was terrible. Was it, or was this 
an excuse from a salesman who 
had not tried? 

Complaints would come in from 
customers that the products were 
not giving the service expected? 
Were their complaints justified, 
or were they the result of poor 
selling, a lack of understanding 
of the product, or lack of proper 
installation? 


Was a 


By Claude Courand 
As told to B. C. Reber 


Reports might come in from 
salesmen and service men, but the 
only true picture that a manager 
could have was to get out on the 
ground and, through his experi- 
ence and ability, determine just 
what the trouble was. 

Since I have been a dealer I have 
continued this practise. I get out 
with the men. I help them in 
digging up prospects, in planning 
sales canvasses, in making demon- 
strations, and where it is required, 
in closing the sale. 

I have found it 
have a small crew of 
men rather than a large crew of 
which the majority are ‘also 
rans.” At present I have a staff 
of five salesmen. These men have 
carefully selected for their 


advisable to 


good sales- 


been 
experience, ability and reputation. 
I know that I can them out 
in the morning and that they will 
know that 
they 


send 


give me their best. I 
when they come in at night, 


se i] 


NE of the outstanding and 

successful appliance stores 
of San Antonio, Texas, is the 
Claude Courand Norge Dealership. 
Nearly a year ago Mr. Courand 
reached that point that many men 
seek to achieve—he entered busi- 
ness for himself. 

Unlike many men who achieve 
this ambition, he did not consider 
it as an opportunity to sit back, 
place the responsibility for sales 
upon the shoulders of a sales man- 
ager or a group of salesmen, and 
reap in the profits. Instead, he 
has developed a plan of going out 
with his men, and encouraging 
them when sales are slow, assist- 
ing them in closing difficult deals. 

These methods have brought 
success to Mr. Courand’s organiza- 
tion. In his own words here, he 
describes his method of cooperat- 
ing with salesmen. 


will be able to show the results 
of a good day’s work. And I know 
that when they are out in the 
field, calling on prospects, making 
demonstrations, and closing sales, 
they will do their work in a man- 
ner that will reflect credit to 


them, to the firm, and to me. 
Sales Training Essential 


If you expect a crew of men to 
do good work for you, you must 
and train them carefully 
and cooperate with them. You 
must not only coach them in 
stressing the important and ex- 
clusive features of your products, 
but you must see to it that they 
sell the customer so that after the 
sale has been closed, the mer- 
chandise delivered, the payments 
arranged, and the salesman has 
withdrawn, the customer will 
continue to be satisfied with the 
purchase and will prove a good 
booster for you and your merchan- 
dise. He will do this if he feels 
he has bought the appliance that 
fits his individual 


select 


best need 
Every morning we have a sales 
meeting. These meetings are di- 
vided into three First, | 
give the men a short, inspirational 
talk. No matter how many years 
a man has been with you, no mat- 
ter how much experience he has 
had, and no matter how much he 
knows about the products, if you 
can start him out in an optimistic 
mood, full of confidence, determi- 
is going 


parts 


nation and assurance, he 
to give you better representation. 

[ read numerous periodicals. | 
listen for comments at clubs, over 
the radio, or on the street, which 
topics for inspirational 
remarks. I go through talks that 
have been made by prominent 
speakers, study the stock market 
and business reports, and seek out 
those points which will build up 
an optimistic attitude. I form 
these into a few brief, effective 
remarks and give them to the 
men. 

Second, I check up on _ the 
previous day’s business. Calls 
have been made, prospects inter- 


provide 
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NO MORE BEADED 
CONTACTS JOE ! WITH 

THOSE DIAMOND 
POINTED JAWS AND 
“DE-ION’GRIDS 








WAY 














In the past, arcs have been broken by “stretching.” 
rhe ‘‘De-ion’”’ quencher confines, divides and ex- 
tinguishes arcs instantly — obviously preventing 
concentration of burning heat on contacts or 
ire barriers. , 


YEP AND THAT 
ONE-PIECE COPPER 
KEEPS ‘EM AS 
COOLAS A 
CUCUMBER , TOO 


“DE-ION” GRIDS QUENCH DESTRUCTIVE ARCS 


You don’t have to worry about destructive flashovers or burned 
contacts when you install Westinghouse Safety Switches equip- 
ped with “De-ion” arc quenchers. The ‘‘De-ion”’ feature on all 
Westinghouse 575 and 600-volt switches gives positive protec- 
tion by quenching arcs so fast that they can do no damage. 

And years of trouble-free service are assured by these added 
Westinghouse features: Diamond pointed jaws and extended 
blades confine beading to points outside the contact areas — 
one-piece copper parts eliminate loose connections and keep 
contacts cool and tight. 

All commercial types and ratings — call your local: 

Electrical Wholesaler Electrical Contractor 
Motor Dealer Industrial Agent 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO., EAST PITTSBURGH, PA 
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viewed, demonstrations made— 
what are the results? We go over 
every activity with thoroughness. 
If a slip-up has been made, we 
analyze it to determine wherin we 
have failed, and discuss means for 
avoiding such a difficulty in the 
future. If a good piece of work 
has been turned in by one of the 
men, we get him to tell how he 
did it, so we may take advantage 
of such opportunities in the fu- 
ture. 

Third, any special awards for 
selling are announced. If one 
line of appliance is moving a little 
more slowly than the others, if we 
have a stock of some model on 
hand that we are anxious to move 
out, or if sales are lagging and 
we want the men to put in a little 
more effort to bring them back, 
then the bonuses that will be paid 
for such achievement are an- 
nounced. 

These sales meetings have been 
carefully planned and arranged to 
get the best returns, and results 
have shown that they are con- 
structive and profitable. The in- 
spirationa] remarks that open the 
meetings put the men in the 
proper mood for good work; the 
analyses of the previous day’s 
work guards them against errors 
that may kill sales, and gives 
them knowledge of those features 
that build business; and the an- 
nouncement of special bonuses for 
extra effort during the day sends 
them out determined to do their 
best. 

When I speak of working with 
the men, I do not necessarily mean 
that one needs to be out on the 





A spacious display room with ample natural lighting provides proper 
setting for the full line of electrical household appliances shown 


job with them all the time. I go 
out into the territory with the 
men now and then because it gives 
me a direct knowledge of just how 
things are moving. I go out with 
a salesman occasionally and help 
him close a sale because I know 
that there are times when such 
action is required. And, inas- 
much as it is the business we are 
after, and that is what is required 
to get it, I can see no reason why 
I should not be out there. A close, 
personal supervision over the 
firm’s activities, close cooperation 
with the salesmen, and a willing- 
ness to put in sixteen hours a day 
when required, have been the 
main factors in our growth, even 
during a recession. 

There are other ways of co- 
operating that are just as effec- 
tive. Shortly after I started in 





Mr. Courand, seated in center, considers his daily sales meetings as 
one of the most important factors in building up the moral of the sales 
force and producing consistent sales results week after week ; 


business, I joined a local business 
club. This brought me in personal 
contact with some two hundred 
and fifty of the city’s business 
leaders. I have used several ideas 
to good advantage in discussing 
business with these men. 

It has been my observation that 
many dealers fail through lack 
of constructive selling plans. 
They either lack experience, abili- 
ty or foresight. They hire a few 
men, send them out, and sit back 
waiting for the orders to come 
pouring in. And they blame the 
salesmen, business conditions, and 
the public in general when they 
do not. 

Business, especially in these 
times, is something that must be 
searched out. It is something that 
is much like a gold mine: it is 
there for the man who is willing 
to dig for it. 


Cleaner Sales Reverse 
Downward Trend 

Cheered by prospects of a 
1,250,000-unit year, the twelfth 
exceeding 1,000,000 production of 
floor and hand models, the 
Vacuum Cleaner Manufacturers’ 
Association has just celebrated 
its Silver Jubilee at the Home- 
stead, Hot Springs, Va., meeting 
on the anniversary of its found- 
ing at the Secor Hotel, Toledo. 

September sales, it was an- 
nounced, totalled 102,014 units 
compared to 90,557 in August and 
to 139,024 in September, 1937. 

Sales for the first nine months 
of 1938 came close to the million- 
mark, aggregating 940,409, com- 
pared to 1,338,486 in the same 
period of 1937. 

















Electrical Farm Appliances Featured 


In Knoxville Exposition 


T's: “Charlie McCarthy of 
the Kilowatts,” Westing- 
house’s robot, along with 
the Westinghouse “Exposition of 
Light” and General Electric’s 
“House of Magic Show,” were 
among the attractions at the 
Tennessee Valley Electrical Ex- 
position held at Knoxville early 
in November. The Exposition was 
sponsored by the City of Knox- 
ville, TVA, electric dealers and 
The Knoxville News-Sentinel. 

The amazing mechanical man of 
Westinghouse performed just as 
he will at the New York World’s 
Fair. “Willie Vocalite,” as he is 
called, puffed cigarettes, shot a 
pistol, crooned and whisked up his 
cigarette ashes with a vacuum 
cleaner, all on command of his 
operator. 

Westinghouse’s “Exposition of 
Light” introduced a new wonder 
at the Exposition—a light brighter 
than the sun. That new inven- 
tion is a 1000-watt mercury-vapor, 
water-cooled, high-pressure capil- 
lary tube lamp which is smaller 
than a cigarette. A piece of cloth 
held in front of it would soon be- 
gin to smoke. 

Most people saw the effects of 
“black light,” or ultra-violet, for 
the first time. Striking changes 
in appearance of fabrics or other 
articles under different lights 
were demonstrated. Frank Brady, 
of Atlanta, was in charge of the 
“Exposition of Light.” 

Visitors were really mystified 
when H. D. Middel, research lec- 
turer for General Electric, made 
sound visible, light audible and 


demonstrated other such feats in 
the “House of Magic Show,” in 
the auditorium on the second floor 
of the Exposition building. 

Mr. Middel could turn on a 
lamp by means of a flashlight. 
He contrasted the old switch 
which makes a click when turned 
on with the new mercury switch 
which makes no sound and lasts 
indefinitely. Then too, he showed 
a blanket with tiny wires in it 


Willie Vocalite, the Westinghouse me- 
chanical man, was among the exhibits 
shown at the Tennessee Valley Electrical 
Exposition in Knoxviile. Shown above, he 
appears to have plenty of room in his 
photo-electric heart for the ladies. 


Other views of the Exposition are shown 
below. At left and right are a few of the 
electrical appliance displays; and direct.y 
below is a part of the crowd that at- 
tended. 


which could be set for the temper- 
ature desired at night and which, 
by research, has been made virtu- 
ally fool-proof and entirely safe. 

The many booths of factory rep- 
resentatives and dealers displayed 
everything from electric safety 
razors to electric ranges and farm 
machinery. One distributor, for 
the first time in Knoxville, dis- 
played electric house heating 
equipment. He had pictures of 
Southern homes, located _ else- 
where, which are electrically 
heated, and he said that several 
people in Knoxville, who plan to 
build in 1939, have made arrange- 
ments for electrical heating. 

The advancement made in the 
South in the application of elec- 
tricity to farm work was shown. 
The University of Tennessee and 
TVA arranged an exhibit designed 
to show what a farmer could do 
with electricity at low cost. D. 
E. Washburn and M. M. Johns 
were in charge of the exhibit. 

An automatic feed grinder was 
shown, similar to units mounted 
on trucks and demonstrated to 
farmers. The grinder, with % hp. 
motor will grind from 30 to 40 
pounds per hour, at a cost of less 
than 2 cents. 

Among other practical equip- 
ment shown, with costs of opera- 
tion worked out, were: 

Churn, which would churn 100 
pounds of butter, costing about 3 
cents for each operation. 

Concrete mixer or feed mixer, 
which costs *4-cent per hour to 
operate. 

(Continued on page 18) 
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Well-Planned Campaign 
Moves Appliances . . 


Tow: smart to be thrifty” 


was the theme of a special 

campaign just brought to 
a close by the Florida Power and 
Light Company and cooperating 
dealers. Although initiated pri- 
marily as a summer business 
stimulant, the contest extended 
well into the fall. 

In addition to their usual news- 
paper advertising and other forms 
of publicity in support of the 
campaign, the Florida Power and 
Light Company organized their 
entire force of approximately 2,000 
employees to assist in the cam- 


paign, the employees being 
awarded on the basis of the num- 
ber of prospects they refer to 
dealers. 


Emphasizing the Scotch theme 
with such phrases as “The Kilties 
are coming,” “It’s smart to be 
thrifty,” real Scotch values were 
offered during the campaign. Six 
special units were promoted, the 
three major items including home 
comfort cooling, automatic water 
heater and refrigeration. The 
minor appliances included elec- 
trical cookers, irons and electrical 
shavers. 

An attic fan was suggested for 
home cooling comfort. As a 
unique idea in visual promotiona 
work, miniature houses equipped 
with a small attic fan were pro- 


vided which could be used to 
demonstrate the principle upon 
which the fan operates. A neat 


carrying case is provided also so 
that the toy may be carried easily. 
The demonstrator blows smoke 
into the house through the open 
dcor, then plugs into a socket and 
the fan starts to revolve, drawing 
the smoke up and out. A number 
of these air-cooled doll houses 
Were awarded throughout’ the 
state to the writers of a letter of 
12 words describing the value of 
attic ventilation. 

Well planned cartoon copy ap- 
peared in all newspapers through- 
out the contest, and special cut- 
outs for counter and window use 
were provided local dealers. 

No Scotch event is complete 
without a Scottie, so a number of 
thoroughbred Scotties were of- 
fered as prizes to different groups 
participating in the contest. 

Cash awards went to dealers 
and to salesmen and prizes and 
bonuses to employees. A Scotch 









These “teaser” advertisements announced 
the approach of Florida Power & Light 
Company’s ‘“Thrifty-Three Campaign” 
which featured the slogan “Its Smart To 
Be Thrifty.” ig) ah ae 


plaid 100°% wool blanket was 
given to every employee furnish- 
ing leads resulting in the sale of 
three or more major campaign 
appliances. 

Final returns on the results of 
the campaign indicated that major 
appliances were the most popular. 
Each year Florida Power & Light 
Company conducts three big sales 
campaigns. This year because it 
looked as though the quota for 
1938 was not going to be met this 
“Thrifty Three” campaign was 
sandwiched in between the regu- 
lar spring and winter campaigns 
in an effort to boost their sales. 
Refrigeration sales in particular 
were low up to this point but it 
led the other major appliances in 
this campaign bringing up the 
annual sales in line with the quota 
set at the first of the year. 


Farm Appliances Featured 
In Knoxville Exposition . . 
(Continued from page 17) 


Shallow well water system, used 
to pump water from shallow wells, 
cisterns and springs. Pumps 360 
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gallons per hour from a well not 
over 22 feet deep, for 1 cent. 

Electric fence, reducing fence 
costs as much as 50 per cent, and 
costing only about 10 cents a 
month to operate. 

Fly and insect traps, for use 
around the barn, house or garden, 
which cost 2 to 3 cents a day to 
operate. 

Automatic time switch, turning 
on lights in poultry house early 
in the morning. This longer 
working day increases winter egg 
production an average of three 
dozen eggs per hen. ; 

Tool grinder equipped with a 
¥, hp. electric motor which will 
turn a 6-inch stone for sharpen- 
ing discs, sickles and other similar 
farm tools. 

A sud cleaner which costs 
34-cent per hour to operate and 
saves seed costs. 

Even a hotbed was shown, with 
actual dirt just as it would be 
built. Soil heating, the exhibit 
explained, produces strong healthy 
plants for a cost of less than 5 
cents per day, per sash. 

An electric brooder was shown 
which automatically maintains an 
even temperature, using about 12 
kwh to brood a chick for 8 weeks. 
A pig brooder was nearby. One 
pig saved will pay the cost of a 
brooder and the electric bill. It 
required only a 150-watt lamp to 
provide sufficient heat. 

Another exhibit urged visitors 
to measure the power they could 
produce by hand. They were told 
to turn a crank and watch the 
dial. Most of them found that a 
small motor will produce continu- 
ously more than twice the power 
that the average man can exert 
only for a few moments. The 
demonstration also showed how 
easily a 14-hp motor, costing about 
$10, will operate farm machines 


at an average cost in most in- 
stances of about one cent per 
hour. 


Refrigeration Market 
Study Made for NEMA 


HE market for household auto- 
matic refrigerators is not de- 
clining, but instead has been aug- 
mented by the opportunity to re- 
place old, inefficient or obsolete 
automatic refrigerators, accord- 
ing to a study completed by Ar- 
thur Hirose and Don Parsons of 
(Continued on page 22) 
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Special Fixture Display 
In Remodeled Store. 


AS A RESULT of a pronounced 
increase in fixture sales dur- 
ing the past year and conditions 
indicating an upward trend in 
building, A. I. Korenblat, owner of 
I. K. Electric Company, Little 
Rock Arkansas, has remodeled his 
store and added considerably to 
fixture stocks and display facili- 
ties. 

A major improvement in his 
display facilities is the addition 
of a special fixture room for the 
display of crystal and the more 
expensive types of fixtures. It is 
18 feet by 24 feet in size and 
contains about thirty ceiling fix- 
tures and a number of wall brack- 
ets. 

The room contains a fireplace 
and is furnished comfortably, 
with customer-convenience in 
mind. It is lined with heat-and- 
air-resisting insulating materials, 
so that air conditioning can be in- 
stalled later. 

It will serve as a demonstration 
and “closing” room, where custo- 
mers and members of the firm can 
get away from store traffic and 
have the privacy conducive to 
sales. 

Location of the office was 
changed and open store fixture 
display space enlarged. This 
space will now accomodate two or 
three dozen ceiling fixtures, in ad- 
dition to brackets. The store sells 
many floor lamps, and_ larger 
stocks of lamps will be main- 


tained, with several kept in the 
special room. Andiron and fire- 
place sets were added recently. 

Terms are allowed on fixtures 
when necessary to make a sale. 
However, in the case of a new 
house, the loan is usually ar- 
ranged to take care of the fixture 
bill. 

A few years ago Mr. Korenblat 
tried a campaign featuring a 
trade-in allowance on old fixtures 
when new ones were purchased, 
but the campaign fell flat. He 
said that he gave the plan a 
thorough trial, the public did not 
take to it. Those who were drawn 
in seemed of the opinion that the 
store was over-charging them on 
the new fixtures to take care of 
the allowance, even though the 
new ones were offered at regular 
list prices—and few few sales re- 
sulted. 


At the top of the page is a view of the newly remodeled sales floor 
of the |. K. Electric Co. Directly above is the special fixture room. 
It contains comfortable furniture and is to be air conditioned. 


New Sales Help From the 
Modern Kitchen Bureau 


ANAGING to sound amaz- 

ingly like the famous star 
of radio, “Charley Water Heater” 
speaks for himself in emphatic 
terms in a brief manual for elec- 
tric water heater salesmen just 
issued by The Modern Kitchen 
Bureau. 

The water heater salesman who 
serves as Charley’s stooge admits 
that he himself actually does not 
have to sell water heaters. He 
leads Charley into an explanation 
of how electric water heaters sell 
themselves 

In typical “dummy” _ style, 
Charley Heater points out, first, 
that he always wins the ladies’ 
hearts because he is so convenient 
to have around the house. 

He makes their handiwork 
easier and living happier for ev- 
eryone by giving them an effi- 
cient and automatic supply of 
really hot water the instant it is 
needed. 

Then he describes his virtues— 
how neat he is, and how safe and 
good-looking—qualities, he de- 
clares, which make the homemaker 
fall in love with him every time. 
Finally, Charley disposes of the 
question of expense by pointing to 
decreasing utility rates and to his 
own economy in the efficient use 
of every kilowatt of electricity to 
heat water, never wasting a 
penny’s worth. 

The booklet is called: “The 
Electric Water Heater Speaks for 
Itself.” The electric water heater 
salesman who neglects to get a 
copy is overlooking a bet. Copies 
may be obtained at five cents 
each, postpaid, by addressing The 
Modern Kitchen Bureau, 420 Lex- 
ington Avenue, New York, N. Y. 





A Company is Known by 
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A DEALER, handling many dif- 






ferent articles, might choose some- 


thing less than the best line for a 






particular department of his busi- 


xX 
ness and still prosper. 





A distributor, with his merchandising eggs in fewer 





baskets, must select the goods he handles with the 





greatest care. He investigates, studies, compares— 





constantly. 





On the right are listed Leonard’s distributors, 





together with some of the major appliance lines they 





handle. It is significant that these merchandising lead- 





ers should have chosen the Leonard line of electric 






refrigerators. Sound, experienced business men with 





established businesses and ample finances, they could 





pick and choose among the many refrigeration fran- 






chises. They chose Leonard. 











At the start, this choice was probably largely due to 











Refrigerators — Why Leonard Dealers Like the Leonard Way of Doing Business 


Ybe !P2 Leoreril 





Distributors Like These—can Pick and Choose! 


_THESE CHOSE LEONARD 





Let Them Tell You—in Their Own Words—Why They Handle Leonard Electric 





the Leonard refrigerators themselves. Year after year, 
the line has been made up of brilliantly designed, 
soundly engineered, correctly priced models, filled 
with selling features and fitted to the current markets. 
(All this, incidentally, will be true of the 1939 line 
to be shown next month.) 

But there was something more. For instance, the 


Leonard way of doing business. Hard to put into 





words, but recognized as a real advantage by dis- 
tributors who keep in close touch with dealers and 
their daily problems. Maybe “friendly understanding 
on a personal basis” describes it. Anyhow, dealers 
who have handled Leonard know what we mean. 

We suggest that you have a talk with the Leonard 
distributor in your territory—or his representative— 
before you make any refrigerator decisions for 1939. 
Ask this question, “Why did you take on the Leonard 
line?” Ask about the Leonard way of doing business. 


And— 
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IF YOU PREFER, MAIL THIS COUPON TO US 
LEONARD, L-3—14250 Plymouth Road, Detroit, Mich. 
Please send information about 1939 Leonard Electric Refrigerators and 
your dealer proposition. 


We now handle 





MAKE YOUR PLANS 








Signed 
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Refrigeration Market 
Study Made for NEMA 


(Continued from page 18) 


the McCall Corp., publishers of 
McCall’s Magazine and other pub- 
lications, for the household re- 
frigeration section of the National 
Electrical Manufacturers Associa- 
tion. 

Revealed in the new study, ac- 
cording to Bruce Fleming, execu- 
tive secretary of the refrigeration 
section, is the fact that electric 
refrigerators ranked third in last 
year’s appliance sales, in units. 
The electric refrigerator industry 
secured over 74% of the total 
household refrigerator sales last 
year, in units, with the ice box 
getting 18% of the total, the gas 
refrigerator over 7% and the 
kerosene refrigerator the remain- 
ing small percentage of total 
sales. 

Although electric refrigerators 
have saturated their initial market 
to a greater degree than all the 
other electrical appliances except 
the iron, the clothes washer and 
the toaster, replacement sales of 
electric refrigerators are increas- 
ing rapidly. Studies of 1938 sales 
show that as high as 16% to 28% 
of today’s sales are replacements. 

Age alone is not the only reason 
why automatic refrigerators are 
being replaced. Many refrig- 
erators in use are too small, waste 
fuel, are inconvenietly arranged, 
are inefficient, unsightly, too 
noisy or lack the worthwhile im- 
provements of new refrigerators. 

Discussing the market for re- 
frigerators, the report points out 
that while practically all the 
high-income homes have some 
sort of refrigerator, not all the 
middle-income homes have yet 
been persuaded to buy modern re- 
frigerators and that both high-in- 
come and middle-income homes 
are replacement prospects. The 
low-income, wage-earning families 
are, for the most part, prospects 
enly for used or second-hand re- 
frigerators. 


1939 Range Program 


Approved by NEMA. 
HAT promises to be the 
biggest, most intensive 


drive on electric ranges yet wit- 
nessed by the industry was given 
formal approval at a meeting of 
the Electric Range Division of the 










National Electrical Manufacturers 
Association recently in Chicago. 

While complete details have 
not been announced, it is under- 
stood that the 1939 campaign is 
to be based on national magazine 
advertising, backed by strong 
local newspaper and radio cam- 
paigns on the part of utilities, 
electrical appliance distributors, 
dealers and department stores. 

An announcement of the pro- 
gram in detail will be made 
shortly, according to H. J. Mau- 
ger, chairman of the Range Devi- 
sion of NEMA. “We have decided 
upon the theme of the campaign,” 
he said, “and have approved the 
national magazine advertising. 
Only a few of the minor details 
remain to be worked out. In my 
opinion the 1939 program supplies 
the strongest selling theme that 
the industry has seen.” 

Magazine advertising will fea- 
ture “fast, clean, low-cost cook- 
ing,” with major emphasis on 
economy. The American public, 
according to Mr. Mauger, is still 
unaware that modern electric 
ranges and the favorable electric 
rates now generally in effect 
truly provide the modern, low- 
cost cooking that women have 
always wanted. “Remove this 
mental hazard,” he believes, “and 
millions of homemakers will go 
electric.” 


Home Lighting Program 
Planned For 1939 


(Continued from page 6) 


portable lamps, fixtures and 
adaptors, wall lamps and bulbs. 
Utilities will find, in addition, 
suggestions for empty-socket cam- 
paign, all-employee activities, and 
other special operations. Avail- 
able for the promotion will be the 
new “Prize Award” I.E.S. lamps 
and many other recent develop- 
ments in the home lighting field. 

Members of the General Sales 
Committee of Edison Electric 
Institute are convinced that there 
is today greatest opportunity for 
the sale of home lighting equip- 
ment of every kind through a con- 
certed effort by all interested 
groups. Utilities and manufac- 
turers will be urged to increase 
their advertising and promotion 
of home lighting equipment sales 
throughout the year, with special 
seasonal emphasis at _ suitable 
periods. 

Complete details of the program 
will be available well before the 
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end of the year, so that local 
groups will have time to prepare 
their 1939 plans for participation 
in the national activity. 

The experience of many pro- 
moters of lighting equipment sales 
during the past four years indi- 
cates that the long evenings of 
the winter months and early 
spring find the public more re- 
ceptive to lighting promotions 
than any other time. During 
this period better lighting equip- 
ment can be sold in extensive 
volume. The first special promo- 
tion, therefore, will be scheduled 
for February and March. 





Home-Like Atmosphere Best 
For Fixture Display 


(Continued from page 12) 


their prices on better fixtures are 
sometimes higher than that quoted 
in his own store. This fact is 
pointed out to the customer. 
“When a woman goes out to buy 
a dress, she finds an air condi- 
tioned shop which has rugs on 
the floor, comfortable lounges 
and other such appointments,” 
said Mr. Powell. “Even the wall- 
paper and paint stores are ‘dolling 
up’ to attract milady’s trade. If 
all this is good business in the 
sale of $15 dresses or a few dollars 
worth of wallpaper, how much 
more necessary is it that the fix- 
ture studios which sells merchan- 
dise by the hundred dollars worth 
at a time catch the spirit of the 
times. Nothing attracts more 
than beautiful lighting fixtures 
and it behooves us dealers to pro- 
vide surroundings in keeping.” 





Raleigh, N. C., Electrical 
Ordinance Amended 


City commissioners of Raleigh, 
N. C., recently amended the elec- 
trical ordinance to provide for the 
inspection of stokers, oil burners, 
water heaters and other fixtures 
in addition to the usual electrical 
installations. 

The amended sections also pro- 
vide for the payment in advance of 
all electrical inspection fees. The 
old ordinance specified payments by 
electrical contractors before the 
10th of each month. 

Another section provides that no 
store building shall be wired for 
more than two ceiling outlets on 
any branch circuit fuse. The or- 
dinance also now requires contrac- 
tors to furnish $1,000 surety bond. 








Technical Problems Discussed 


At Miami A.LE.E Meeting 


OLDING their first meet- 
H ing in several years, the 
Southern District, Ameri- 
can Institute of Electrical En- 
gineers, concluded a most _ suc- 
cessful three-day technical con- 
ference in Miami on November 30. 
The principal feature of the 
first session was an_ illustrated 
lecture presented by Everett S. 
Lee, of General Electric Company, 
on “Measuring Electrically.” The 
afternoon of the first day was de- 
voted to a student session, follow- 
ed in the evening by a students’ 
and counselors’ banquet at which 
student paper awards were pre- 
sented. 

“Rural Line Protection Utiliz- 
ing Coordinated Rural Protective 
Devices” was the title of a paper 
presented at the Tuesday morn- 
ing technical session by W. H. 
Rollman and F. J. Guice, both of 
Memphis Power & Light Company, 
Memphis, Tenn. In this paper, the 
authors described the experience 
of the Memphis Power & Light 
Company with instantaneous 
ground relays and automatic re- 
closing oil circuit breakers used 
in conjunction with open spill 
gaps (transformer protection) 
and coordinated fuses on rural 
distribution circuits. 


Rural Line Protection 
Plan Developed 


“Many of the rural distribution 
lines that have been built, and are 
still being built, use urban types 
of protection,” report the authors. 
“Transformers are protected with 
fuses and arresters while some 
branch lines are protected with 
single shot fuses or reclosing type 
fuses. The disadvantages of such 
protection are: first, excessive in- 
vestment for low revenue lines; 
second, high operating cost; and, 
third, unsatisfactory service con- 
tinuity. 

“With these three points in 
mind, the engineers of this com- 
pany worked out a system of pro- 
tection combining the instantane- 
cus reclosing principal, the coor- 
dination of fuses with oil circuit 
breakers for selective operation, 
and a spill gap for lightning pro- 
tection of transformers. The en- 


tire scheme is based upon past ex- 
perience which has told us that 
more than 80% of tripouts are 
caused by faults of temporary na- 
ture, and will clear themselves if 
the power were interrupted mo- 
mentarily. 

“The rural territory served cov- 
ers an area of about 800 square 
miles. This area includes some 
metropolitan area just beyond the 
city limits, a great number of 
small farm areas and_ several 
small incorporated towns. 

“There are five radial 
6900/12000 3-phase 4-wire “wye” 
grounded neutral feeders, radiat- 
ing into this area. The main trunk 
lines are of heavy construction 
consisting of medium length spans 
of 4/0, 1/0 and No. 2 copper con- 
ductor. These represent about 175 
miles of line. The original single 
phase branch lines are of heavy 
construction similar to the main 
trunk lines except the conductor 
which are of No. 4 copper on med- 
ium length spans. The present 
design of rural line is of much 
lighter construction consisting of 
light poles, ridge pin construction. 
The conductor is 3 strand No. 10 
E.H.S. copperweld wire on a few 
lines while the majority of lines 
are constructed with single strand 
No. 8 E. H. S. copperweld. The 


above copperweld lines have a 
maximum span length of 600 feet. 
The old and new design of rural 
single phase lines represent about 
500 miles of line. 


Investment Decreased 


“With the increase in require- 
ments in the urban areas of the 
type arrester used on the rural 
circuits, it was agreed upon to 
obtain the maximum benefits from 
this scheme by releasing all avail- 
able arresters possible located on 
the rural circuits by replacing 
them with open type spill gaps. 
On one of these rural circuits 
there are over 500 transformers, 
the majority of which were 
equipped with lightning arresters 
and fuse cutouts. The cost of this 
protection per transformer in- 
stalled is $26.00 while the cost of 
an open type spill gap is around 
$4.50—this represents a savings 
of over $21.00 per transformer in- 
stallation. 

“In the beginning the single 
gap was installed and operated 
successfully for some time but 
when considerable trouble result- 
ed from birds, a double gap was 
substituted and this has proven 
very satisfactory. It is not the pur- 
pose of this paper to advocate 
this type of protection as better 








FIG.L.FUSE COORDINATION LAYOUT ON 
A RADIAL RURAL CIRCUIT 


39 TRUNK LINES. 50 MLES. 
SINGLE @ BRANCHES. 135 MILES. 
’ BOUNDARY OF AREAS IN WHICH 
FUSES OF SIMILAR SIZE ARE INSTALLED. 
LOCATION OF SINGLE SHOT FUSE 
SWITCHES. FIGURE DESIGNATES 
SIZE OF LINK 
FIGURE IN CIRCLE LOCATED WITHIN 


_ LOCATION OF Of CIRCUIT RECLOSERS 
FIGURE DESIGNATES SIZE OF RECLOSER 








Typical radial rural circuit upon which fuses have been coordinated 
with spill gaps and instantaneously operated circuit breakers , 
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than that afforded by other types 
of protection but to record what 
is being attempted to give low 
cost, high quality service to the 
rural consumer. 

“To provide safe working condi- 
tions, lightning arresters remain 
standard equipment on three phase 


banks. Lightning arresters and 
standard 200% rated fuses re- 
main standard equipment on 


transformers near the substation 
since a decision was made to limit 
the size of the fuse to 100 ampere 
capacity as this is the maximum 
rating of our existing fuse cutout 
equipment. Fault currents become 
somewhat higher than it is pos- 
sible to care for with fuses of 100 
ampere capacity and, therefore, 
no coordination with the station 
equipment would be possible. All 
spill gap grounds are common 
with the primary and secondary 
grounds and are grounded at the 
pole. Additional ground rods are 
installed on the new rural lines 
approximately every thousand 
feet. The average individual 
ground rod resistance is 17 ohms.” 

The authors described in con- 
siderable detail the automatic re- 
closing equipment and _ low-set- 
ting instantaneous ground relays 
used in connection with oil cir- 
cuit breakers on the rural cir- 
cuits. A special relay scheme was 
developed which transfers most 
of the fault clearing duty from 
the fuses to the station oil cir- 
cuit breaker. 

“In this scheme the initial oper- 
ation of the ground relay closed 
the trip circuit of the breaker 


and at the same time energized an 
auxiliary relay which caused the 
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ground relay trip circuit to be 
opened after the breaker has 
cleared. Considerable time delay 
(10 seconds) in the auxiliary re- 
lay prevents the trip circuit again 
being closed to the ground relay 
until the breaker has had time to 
again close and the ground relay 
drop out or again make contact. 
If the ground fault has disappear- 
ed from the line, the ground re- 
lay will not pick up after the 
breaker closes. Failure ‘of the 
ground relay to pick up will cause 
the auxiliary relay to reset and 
close the trip circuit to the ground 
relay after the 10 second time de- 
lay. If the ground fault is still 
present after the breaker closes, 
the auxiliary relay is reenergized 
and the trip circuit held open as 
long as required. 


Operating Experience Good 


“The operating experience since 
completion of change-over has 
been exceptionally good. Experi- 
ences as taken from interruption 
reports including transformer 
burnouts, fuse blowings, breaker 
operations, have proven that serv- 
ice to consumers in the rural areas 
can be bettered through use of 
this scheme of coordinated pro- 
tective devices. This is pointed out 
definitely when fuse blowings are 
plotted on maps for each year. 
Where outages were numerous in 
previous years on certain 
branches, the record now is excel- 
lent. Especially is this true on the 
longer single phase branch lines 
where a greater number of haz- 
ards exist. 

“Of over 2500 transformers in 
the rural areas, failures in the 
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past lightning season amounted 
to about 2% which compares 
favorably with previous years. 
The majority of the transform- 
ers have been damaged only 
slightly such as, leads burnt off, 
terminal blocks and_ bushings 
broken, etc. 


Fuse Blowings Reduced 


“A checkup on fuse blowings 
and breaker operations confirms 
our previous experience. The 
operating record of one circuit is 
taken to show this fact. With 263 
breaker operations during a 12 
month period there were 201 or 
76.4% successful reclosures of 
the breaker without a fuse blow- 
ing. This is also representative of 
the operating record of the other 
circuits. Since the completion of 
change-over, many bad conditions 
on the lines have cleared up and 
if the operating record is con- 
sidered on this basis the percent- 
age of successful reclosures rises 
to about 88%. With the new relay 
scheme in operation the percent- 
age of successful reclosures with- 
out fuse blowings will probably 
rise to about 95%. In other words, 
with the wrinkles ironed out, 
fuses will not blow under condi- 
tions other than permanent fault 
conditions. 

“Experience in the past year 
with the oil circuit reclosures has 
been very successful. The number 
of operations has been high with 
no lockout reported. This defi- 
nitely shows that the majority of 
faults are of temporary nature 
and will clear themselves if given 
the opportunity. 

“The above experience with the 


(At left) Typical short-time overloads for a 5 kva 
distribution transformer. 
quired for various time periods to light the signal light 
of the special relay designed to facilitate operation of 
transformers by temperature. 
required to trip the breaker. 
below gives typical heating curves for a “CSP” distri- 
bution transformer provided with a thermal relay 


Curve B shows the load re- 


Curve A shows the time 
The diagram directly 
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coordination of rural protective 
devices as used on this system has 
brought: First, lower investment 
in the sparsely settled rural areas. 
Second, lower operating cost in 
reduced patrolling and re-fusing 
of rural] lines and equipment and 
third, service reliability.” 

Robert J. Kuhn, consulting en- 
gineer, New Orleans, Louisiana, 
addressed the meeting next on the 
subject of “Electrolysis and Cor- 
rosion of Underground Metallic 
Structures.” 

Mr. Kuhn was followd on the 
program by Mr. H. V. Putman and 
W. M. Dann, both of Westing- 
house Electric & Mfg. Company 
who discussed the loading of 
transformers by copper tempera- 
ture. In this paper, the authors 
described a new practical method 
of utilizing latent short-time over- 
load capacity to the fullest extent, 
dependent upon actual copper 
temperature and automatically 
taking into account the factors 
that affect the life of a trans- 
former. 


Loading Transformers 
By Temperature 


“The term ‘loading by copper 
temperature’ has been applied to 
the practical utilization of short- 
time overload capacity which has 
been developed and applied to dis- 
tribution transformers of the 
“CSP” type, and more recently to 
“CSP” power units. Briefly, the 
method consists of relaying di- 
rectly by copper temperature in 
such a way that the transformer 
will carry any useful overload un- 
til its maximum safe temperature 
is reached before it automatically 
disconnects the load. Under short- 
circuit conditions, however, it will 
disconnect the load immediately,” 
the authors stated. 

“The dividing line between use- 
ful overload range and short-cir- 
cuit range is largely an arbitrary 
one which can be changed by ad- 
justment of the relay. Experience 
shows that for distribution trans- 
formers the useful overload range 
should extend up to five or six 
times normal load, while for pow- 
er transformers a range up to 
three and one-half to four times 
normal load proves satisfactory. 


“The relay which accomplishes 
these desirable results consists of 
a suitable contact mechanism ac- 
tuated by a bimetal or thermos- 
tatic element which is immersed 
in the same oil as the winding 
and which carries the same cur- 
rent or a proportional current ob- 
tained with a current transform- 
er. 


“The maximum average tem- 
perature reached for different 
overloads on a 5 Kv-a. “CSP” 
transformer is shown in the ac- 
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Elevation of wood and steel struc- 
tures utilized by TVA on Wilson- 
Norris transmission line : 


companying figure, together with 
the corresponding overloads. It 
will be found that for overloads 
of several hours duration the 
maximum temperature permitted 
is about 120°C., while at approxi- 
mately 328% load for 11-4 hours 
the maximum’ temperature is 
145°C. For still larger loads and 
up to the short-circuit range, 
maximum temperatures are less. 


“Tf the breaker is set so that a. 


maximum average copper temper- 
ature of 145°C. is reached under 
some conditions, it would be na- 
tural to inquire if such a tempera- 
ture would not damage the wind- 
ing and how many times a wind- 
ing could be subjected to such a 
temperature before failure. 

“To answer these questions, a 
program of temperature cycle 
t sts was started on four 5 Kv-a. 
“CSP” transformers on June l, 
1936 and are still in progress.” 


Severe Tests Imposed 


The authors then described the 
tests applied, which first includ- 
ed a series of load cycles of 278% 
and 350% overload respectively 
until the breakers opened the cir- 
cuits. After 100 such cycles, the 
regular A. I. E. E. dielectric tests 
were applied to the transformers. 
Overloads were then increased to 
390% and 450%, respectively on 
the two sets of transformers and 
92 cycles were completed. Again, 
standard dielectric tests were ap- 
plied successfully. A _ series of 
short circuit tests were made 
which were then followed by ad- 
ditional overload cycles. 

By May, 1938, a total of 500 
loading cycles had been experienc- 
ed and still no signs of weakness 
were detected. Dielectric strength 
of the oil was measured and 
found to range from 30 kv to 36 
kv in the different units. Impulse 
tests were repeated successfully, 
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as well as the regular A. I. E. E. 
dielectric tests, including a one 
minute induced test at 400% 
normal voltage. 


“Frankly, the results are sur- 
prising,” the authors reported, “in 
view of life tests on samples of 
insulating materials which have 
been made. It was expected that 
failure would take place after a 
comparatively few cycles of such 
operation. The tests seem to in- 
dicate the possibility of higher 
short-time temperature limits 
than have been believed possible. 
They also raise a question as to 
the reliability of methods hereto- 
fore used for determining maxi- 
mum temperature limits. 

“The simple method of opera- 
tion by copper temperature de- 
scribed here seems well adapted 
to transformers of all sizes. Pre- 
sent equipment has no limitations 
so far as size or voltage class are 
concerned. Operation by copper 
temperature does not preclude the 
use of relaying on ground faults, 
or reverse power, or of conven- 
tional reclosing practice. 

“The advantages of operation 
by copper temperature are _ so 
obvious that one might predict its 
almost universal use in the not 
distant future.” 


Transmission Line 
Protection Described 


The Tuesday morning technical 
session was concluded with a dis- 
cussion presented by Llewellyn 
Evans, Tennessee Valley Authori- 
ty, on lightning protection im- 
provements for transmission lines. 
Mr. Evans described the novel 
construction of, and experience 
with, an important 154-kv trans- 
mission line which is provided 
with separate poles for support- 
ing two ground wires. This 
scheme appears to have afforded 
complete protection from lightn- 
ing for three years. 

The line is located in the Ten- 
nessee Valley region between 
Muscle Shoals and Norris Dam. 
The country traversed is plagued 
with lots of lightning, the weath- 
er bureau reporting sixty storms 
a year in any one locality and the 
death of some fourteen people kill- 
ed by lightning in the region dur- 
ing the three vears since the line 
was built. 

“The operating record of this 
line as regards trip outs, is short, 
and we are reciting all there is,” 
said Mr. Evans. “There was 4 
trip out with immediate return to 
service early in the history of the 
line, but possibly from false ac- 
tion of new relays. Then a second 
momentary outage during a storm 
on the steel section of the line. 
Patrolmen were unable to find 
marks indicating the point of 
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flash over. A third and fourth 
momentary trip out within ten 
minutes of each other occurred 
this year. The point of trouble 
was definitely located on a steel 
transposition tower where a jump- 
er had swung close to a steel mem- 
ber in the tower, and structural 
changes have been made so this 
should not happen again. That is 
all the list with which we are con- 
cerned.” 

“This novel construction costs 
about the same. as a structure of 
the H frame form with ground 
wires on the poles and providing 
11 feet of clearance from the phase 
wire at normal swing. The width of 
right-of-way needed is not much 
greater than for the equivalent 
steel structure. The saving in init- 
ia] cost over that of a steel line is 
in the order of one third. The us- 
ual objections made to any wood 
pole line are likewise applicable 
here. 

“The tower resistance to ground 
was recently remeasured at five 
mile intervals and found to average 
about 45 ohms with overhead 
ground wire connected. The orig- 
inal measurements made before the 
grounds were connected to the ov- 
erhead ground wire averaged about 
128 ohms per ground. The two 
grounds on each side of the line 
are not connected together under 
the ground. We fully expected to 
install an underground counter- 
poise on part of the line but de- 
cided to await experience in serv- 
ice. We now feel quite certain that 
no counterpoise wire is needed.” 

Of particular interest to both re- 
cent engineering graduates and en- 
gineers filling management posi- 
tions, were several of the papers 
presented at the Tuesday afternoon 
session. “Grading the Engineer’s 


» > > et ro) n 


WEIGHT OF ACTIVATED ALUMINA IN % OF TOTAL WEIGHT OF OIL 


° 





-40 -60 60 








Job” was the subject of a paper 
presented by Robert H. Kirkwood, 
of the Tennessee Valley Authority. 
Joseph Weil, University of Florida, 
next addressed the meeting on 
“Modern Aspects of Engineering 
Education.” Mr. Weil was followed 
on the program by Eugene O’Brien, 
Southern Power Journal, who spoke 
on the subject “The Southern Engi- 
neer Weighs New Problems of New 
Industry.” This session was con- 
cluded by an address by Kendall 
Weiseger, Southern Bell Telephone 
& Telegraph Company, on “The 
Business Man Looks on the En- 
gineering Graduate.” 


At the concluding technical ses- 
sion held Wednesday morning, E. 
P. Almond, Tennessee Valley Au- 
thority, was the first speaker, pre- 
senting a paper describing the elec- 
trical design of Pickwick landing 
project. Mr. Almond was followed 
by K. P. Jones, Grinnell Co., Inc., 
who spoke on “The Mulsifyre Sys- 
tem for Extinguishing Oil Fires.” 

J. E. Housley, Aluminum Com- 
pany of America, next discussed the 
reconditioning of insulating oils 
through the use of activated alum- 
ina. 


Controlling Oxidation of 
Transformer Oil 


“The use of insulating oil in 
electrical equipment carries with it 
the problem of prevention of de- 
terioration when the oil is subject- 
ed to elevated temperatures in the 
presence of air,” Mr. Housley 
stated. “Deterioration may be ac- 
celerated by the presence of mois- 
ture and organic acid. This condi- 
tion is found in certain types of 
transformers and oil-filled bush- 
ings. , 
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INITIAL ACIDITY IN MG OF KOH/GRAM OF OIL 


This chart shows the quantity of activated alumina required for oil 
treatment. The acidity numbers indicate the milligrams of potassium 


hydroxide required per gram of oil to neutralize the acid in the oil 
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Schematic diagram of oil treating 
equipment using open tanks 


“Since oxidation of oi] results in 
an increased acidity which can be 
determined by tests, it is possible to 
gauge the rate of deterioration by 
making tests at intervals. 

“In recent years the rate of oxi- 
dation has been brought under con- 
trol by the use of two methods in 
new transformers. One method is 
the use of the conservator type of 
transformer, and the other method 
involves the introduction of nitro- 
gen in the place of air above the 
surface of the oil. 

“In several large industrial plants 
the problem of maintenance of elec- 
trical insulating oil in old trans- 
formers became acute. About 500,- 
000 kva capacity in both high and 
low voltage transformers were in- 
volved in the problem. In 1932 ex- 
periments were started with the 
use of activated alumina both as a 
desiccating agent and acid adsorp- 
tion agent in the control of oxida- 
tion of oils in steam and hydraulic 
turbines, transformers and bush- 
ings. 

“Activated alumina is a relative- 
ly new type of solid absorbent and 
it has been employed as a desiccant 
for dehydration of gases, vapors 
and liquids. In the treatment of oils 
its selective absorptive property 
was found to be very effective for 
the removal of acid in solution. 
The method which has proved sat- 
isfactory is to contact the oil with 
ativated alumina, after the oil has 
been treated in a centrifuge or a 
blotter paper press to remove the 
sludge and moisture. A sufficient 
time-interval contact with the ac- 
tivated alumina is necessary to al- 
low adsorption though the highly 
porous granules. 

“In large transformers which 
could not be removed from service 
for an extended period, the follow- 
ing method of removal of acidity 
was used. All sludge was removed 

(Continued on page 44) 
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Range Service Requires More 
Than Screwdriver and Pliers 


By Allen Parker 


F you were looking for a good 

range service man, how many 
could you find without much trou- 
ble? I know what your answer 
would be and that is that any man 
with a little fundamental knowl- 
edge of electricity and common 
judgment, with a pair of pliers, 
screw driver and test lamp could 
do a satisfactory job? 

Now I can agree with you that 
anyone with the above qualifica- 
tions could replace a burned-out 
heating element, find a short in 
the wiring circuit of the range, re- 
pair or replace the thermostat and 
many other bad jobs. But could he 
make the simple repairs on a range 
which appears to be functioning 
satisfactory yet will not brown a 
cake evenly? Could he replace an 
oven inner lining and guarantee 
the oven to bake properly after- 
wards? Would he take the cus- 
tomer’s word if she stated that the 
oven did not bake properly even 
though he had checked the range 
earefully and found nothing 
wrong? 

These are just a few of the every 
day problems that must be con- 
fronted and solved if you aspire 
to become a real range service man. 
In addition, a.certain amount of 
salesmanship will be needed on 
these simpler jobs when the little 
things are giving trouble. A gen- 
erous helping of tact also added 
in will do some good, and the use 
of a little psychology at the proper 
time will almost invariably produce 
results. 

The use of these “mental tools” 
will serve to convince the customer 
that you are right or else convince 
you that she is right. And to do 


this you should be able to talk to 
the housewife in her own language. 
In my opinion, the first requisite 
of a good range repair man is to 
learn enough about cooking to con- 
verse intelligently with the house- 
wife and even to demonstrate his 
ability when the occasion so de- 
mands. 

No neater trick could ever be 
pulled by a service man than the 
one who, finding himself facing a 
situation wherein the oven checks 
“O. K.” but the housewife claims 
it won’t bake biscuits, dropped by 
the corner grocery to purchase a 
container or two of ready-mixed 
biscuits or, perhaps, helped bake 
a cake, and then sat back and 
watched with pride the light, fluf- 
fy, brown edibles come out of the 
oven. 

However, let’s look at the other 








27 


side, just in case you find yourself 
on the short end of the story. Sup- 
pose the biscuits did come out 
burned; or the cake came out thick 
on one side and thin on the other; 
or burned on one side and raw on 
the other, and the texture of it 
thick as a pudding. Then what? 

The answer of course to the one- 
sided cake problem is to level the 
range. Possibly you had already 
done that, but sometimes the oven 
racks are not true to the range 
frame so it appears that in leveling 
a range, it should be done from the 


racks. Also check the cake pans 
to be sure the bottoms are not 
warped. 


The cause of the cake burning 
on one side might have been the 
result of uneven heat and an ad- 
justment of the heat deflector may 
do the trick. If it doesn’t, check the 
door. The door may fit tightly 
but did you know that when the 
door is closed on most ranges, 
there is a slight opening at the 
bottom permitted intentionally, 
since it sets up a slight draft in 
the oven which evens out the heat, 
although too much or too-* little 
space can cause a lot of trouble. 
The hinges can usually be adjust- 
ed to correct the spacing. The 
cake’s heaviness or thickness in 
consistency might have been caused 
by the so called “fall,” which 
may be caused by the use of 
wrong ingredients, improper bak- 
ing temperature, or a sharp jar 
during the rising process in the 
first part of the baking. The lat- 
ter difficulty can be eliminated 
by making the range steady and 
rigid. 





Calibrating oven temperature control with thermocouple type meter. 
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A time-saving method of replacing oven inner liners utilizes four pieces 
of sheet metal to hold insulation in place as liner is inserted. ; 


One of the most common com- 
plaints is in the accuracy of the 
oven temperature control. Recali- 
bration is very simple if you are 
properly equipped. I do not con- 
sider the oven thermometer so gen- 
erally used as being the proper 
equipment. It was adopted to fill 
the need when nothing better was 
known. Because of its low initial 
cost, its use has been continued. 
One manufacturer has on the mar- 
ket an instrument for this purpose 
that assures excellent results. The 
indicating meter can be placed on 
the outside of the oven wiih leads 
on the inside of the oven and the 
door closed. This permits chang- 
ing of temperature and adjust- 
ment of thermostats without the 
necessity of opening and closing 
the door for reading and the re- 
sulting inaccuracies due _ to 
fluctuations of heat. 

The instrument in itself is a 
simple galvanometer with two lead 
wires of calibrated length. They 
are made of two special metals and 
form a thermocouple when joined 
together at one end. When heated, 
the thermocouple generates a very 
minute quantity of electricity, the 
amount varying with the tempera- 
ture, which is measured by the 
instrument. Actually the instru- 
ment registers the difference in 
temperature in degrees F. between 
the inside and outside of the oven. 
However, the instrument can be 
compensated to take care of the 
outside temperature and therefore 
the correct oven temperature may 


be read directly from its scale. 

In testing an oven, better re- 
sults will be obtained if the thermo- 
couple leads, or thermometer if 
that is used, is placed on the mid- 
dle rack in the oven with the heat 
diffuser placed over the bottom 
unit. With the door closed, the 
heat should be brought up to the 
temperature most generally used, 
possibly 350 degrees to 400 de- 
grees, and with only the bottom 
unit on for two or three cycles 
calibrate the thermostat at that 
point. Most range manufacturers 
consider thermostats accurate if 
within a range of plus-or-minus 
25 degrees F. 

Sometimes the customer chips 
the porcelain on the oven inner 
liner, or it may warp, which neces- 
sitates its being replaced. Most 
everyone dislikes such a job be- 
cause it takes a lot of time, and 
when the old liner is removed, 
in a good many cases, the insula- 
tion crumbles and it is difficult 
to get it evenly distributed again. 
(This condition has been improved 
by some manufacturers who use 
insulation in blanket form with 
better cohesive qualities.) When 
the range is reassembled, if hot 
spots appear on the outside of the 
oven, the job must be done again 
and the insulation redistributed. 

Most of us have tried nearly ev- 
ery method, including paper tape, 
in an effort to hold the insulation 
in place unti] the inner liner can 
be replaced. But did you ever try 
four pieces of sheet metal, the 


length of them being slightly more 
than the depth of the oven and the 
width being the same as the sides 
of the oven? Back the insulation 
up with them until the oven liner 
is pushed almost into place, then 
remove them and push the liner 
into place. It works every time 
and gives splendid results. 

Nothing has been said about the 
servicing of surface cooking units 
for the mechanical parts can usual- 
ly be repaired very easily. How- 
ever, psychology comes in handy 
again sometimes when the com- 
plaint is that they are slow and af- 
ter checking the cooking utensils, 
you find the job on your hands is 
that of convincing the customer 
that the iron griddle she has had 
for years is not as good as a uten- 
sil made of thin metal that con- 
ducts heat quickly, such as alumi- 
num, 

Or perhaps her favorite cooking 
utensil does not have a good flat 
surface on the bottom, and she 
doesn’t understand the contact 
principle for fast, economical cook- 
ing. Remember how skeptical you 
were when first told that food 
cooked just as fast, and that tem- 
perature was the same, when feeb- 
ly boiling as when boiling furious- 
ly? Bet your folks still don’t econ- 
omize by turning the heat to “low” 
after food starts boiling? Check it. 


Range Service Hints 


F you are having trouble with 

copper lead-wires between 
switch and surface units becom- 
ing annealed and breaking after 
being in use for awhile, you will 
be interested in knowing that simi- 
lar wire is available made of 
stranded monel or nickel and can 
be used as replacements, which will 
reduce these difficulties consider- 
ably. 

Such replacement lead wires can 
be made up in the service shop dur- 
ing spare moments and off days at 
a considerable savings over the 
ready made ones. The wire can be 
purchased in reels and cut to any 
length. Even the placing of eyelets 
on them is very simple and may 
be done at practically no cost with 
a pair of eyelet pliers and a few 
blank eyelets. This little tool is 
invaluable in making electrical 
connections for almost all portable 
electrical appliances. 

Porcelain panels should never 

(Continued on page 32) 
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Small Points of Importance 


In Armature Winding 


6—Pads Between Leads and Ends 
By A. C. Rowe 


Railway Motor Engineer 
Westinghouse Electric & Mfg. Co. 


HE front coil supports on 

some armatures are of a type 
that, when wound, result in the 
coil ends resting on the layer of 
bottom leads. When this type 
of armature is wound with wire- 
wound coils, that is, with coils 
made of round or square wires, 
then insulating material must be 
used to protect leads and coils at 
the point of contact. 

It is possible to employ many 
different methods and types of 
material, but the most efficient 
method is one that will insure 


Fig. 1. (Below) A piece of insulating material 
of the shape shown above applied as shown 
below will serve as a protection to bottom 
(Right) If 
the strips are applied as shown in Fig. 1, they 
will appear as shown here when all the coils 


leads and the coil ends. Fig. 2. 


are finally in place 


maximum protection with one 
piece of material. A single strip, 
of the shape shown in the upper 
part of Figure 1, can be used for 
short and drop-type coils. It will 
protect the bottom leads, bottom 
coil ends, the front of the coil 
ends, and will serve as a protec- 
tion between top leads and top 
coil ends. Three or four sizes of 
strips will cover many armature 
sizes. 

The width of these strips de- 
pends upon the diameter of the 
armature, the number of coils, and 
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the number of layers of insulation 
required. The length of the strip 
depends upon the surface of the 
coil ends to be covered. 

The material should be treated 
duck, 0.035-inch thick, for class A 
insulation on the armature coils. 
For armature coils with class B 
insulation, treated asbestos, 0.035- 
inch thick, should be used. 

One strip is used for each coil 
and is placed before the coil is 
driven down into the bottom of 
the slot. The strip has one end 
cut off on a diagonal, as shown 
in the upper part of Figure 1. 
The edge of the diagonal cut is 
placed parallel with the top edge 
of the coil end of the preceding 
coil, Figure 1. The point of the 
longest side of the strip should be 
sufficient to provide two thick- 
nesses of material between the 
bottom leads and the coil ends. 

When all the coils are in place, 
the straight ends of the strips 
project out beyond the coil ends, 
as shown in Figure 2. The next 
step is to trim these projecting 
ends. In Figure 3 every second 
strip has been cut short. This 
method of trimming provides a 
double layer of insulation across 
the extreme front ends of the coils 
and one layer over the top of the 
coil ends. 


The ends of the trimmed strips 
are next bent up and over the coil 
ends, Figure 4. The free ends are 
held in place with a few turns of 
friction tape. Additional insula- 
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YOU HAVE DONE 
A NOBLE THING 


—YOU RETAILERS WHO 
HAVE SOLD REFRIGERATION 
TO AMERICA! 


Thousands saved yearly by better refrig- 

eration. In one disease alone (enteritis), _ health protecting, body building fresh 
the electrical refrigerator has beencalled fruits and vegetables . .. shipped from 
a main factor in the death rate drop from _all over the world, foods only in demand 
100 per 100,000 to 13. because of home refrigeration. 


As America Celebrates 
the 25th Anniversary of Electric 
Refrigeration in the Home 


Celebrating the 
25th Anniversary 
of the first 
Home Electric ff | 
Refrigerator, 


4 made by Kelvinator 
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Every ten years, a year of life is added 
through better living conditions. Doc- 
tors credit electrical refrigeration with 
changing America’s eating habits from 
heavy to well-balanced diet. 


Ever-lower prices have brought elec- 


trical refrigeration within the reach of 
every wage-earner. Contrast the cost of 


the first Kelvinator with present prices, 
for a Kelvinator many times more efficient. 


Millions of dollars saved yearly on food 
which would otherwise spoil. Electrical 
refrigeration introduced a new and better 
way of marketing and of keeping perish- 
able foods constantly safe. 





MMU 


Kelvinator Invites Every Refrigerator Dealer 


in America to Share in the Golden Opportunity 


of the Silver Jubilee 


NEW SILVER JUBILEE KELVINATORS TO BE SHOWN JANUARY 2" 


ODAY, every electrical refrigerator 
j eres and dealer can be proud 
of the part he’s played in making this 
a finer world. The pictures above tell 
the story of what has happened since, 
in 1914, Kelvinator built the first 
electric refrigerator for the home and 
began this great industry. 

Naturally, youcan expect outstand- 
ing models in keeping with the Silver 
Jubilee occasion. These new models 
are completely new—completely re- 
designed—the most beautiful refrig- 
erators built. 


A new cold-making story will add 
laurels to Kelvinator’s title of Cham- 
pion Ice Maker . . . a new interior set- 
up will put the teeth in any sales talk 


. anew advertising campaign will 
sell the Jubilee program to the public 
. acampaign planned to start people 
thinking about not just the money 
they can save... but the luxuries they 
canafford ...anidealdealer’scampaign. 
This y ear we expect people to choose 
Kelvinator as their first refrigerator 
... or as their second on trade-ins. 
This year we expect so much because 
the Kelvinator line offers so much. 
We urge you to take advantage of 
this chance of a lifetime—to feature 
on your floor this new line of Silver 
Jubilee models . . . to share the spot- 
light and the profits with us. KEL- 
VINATOR, Division of Nash-Kel- 


vinator Corp.. Detroit, Mich. 


ON JANUARY 2ND 
A MESSAGE FROM 


Vice-President 
in Charge of Soles for Kelvinator—Division of 
Nash-Kelvinator Corporation 


He will make an announcement 
of vital, personal interest to retail 
salesmen and to dealers in elec- 
trical appliances. This announce- 
ment will affect the net profits of 
dealers and will have a lasting 
influence upon the earning 
_ Power and the business future of 


retail salesmen. 


Me SM Pltddé K¥1NYN ATOR 


GET IN THE SPOTLIGHT WITH KELVINATOR! 
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1. E. S. Week Celebrated 
In Charlotte, N. C. 


NDER the direction of Roy 

A. Palmer, local representa- 
tive of the Illuminating Engineer- 
ing Society in Charlotte, N. C., the 
entire electrical industry in that 
area cooperated recently in the ob- 
servance of a gala week devoted to 
the Better Light-Better Sight ac- 
tivity. With a program including 
daily meetings in which several na- 
tional officers of the I.E.S. par- 
ticipated, an exhibit of modern 
lighting equipment, radio broad- 
casts, an “Exposition of Light,” 
talks before civic and luncheon 
clubs to which the public was in- 
vited, the activity attracted much 
comment and favorable attention 
throughout the entire state. 

On Monday, October 3rd, the 
commercial and industrial exhibits 
which were sponsored by twelve 
national manufacturers of light- 
ing equipment, were viewed by the 
jobbers and electrical contractors. 
At 1:00 p. m. on that date D. W. 
Atwater, president, I.E.S., was the 
guest speaker at a luncheon of the 
Charlotte Engineers’ Club. Mr. At- 
water spoke on “New Lamps for 
Old.” 

Tuesday, October 4th, was desig- 


nated as I.E.S. Day, with both 
morning and afternoon’ sessions 
at the Charlotte Chamber of Com- 
merce. W. F. Little, past-presi- 
dent, I.E.S., discussed “What the 
1.E.S. Lamp Means to the Public 
and to the Electrical Industry.” 
A. D. Cameron, vice president, 
I.E.S., spoke on “New Horizons in 
Lighting” and W. C. Brown, direc- 
tor, I.E.S., presented a demonstra- 
tion-lecture entitled “Lighting’s 
Parade of Progress.” 

Tuesday evening a banquet was 
given at the Chamber of Commerce 
in honor of Mr. Atwater who, with 
other guests, was welcomed by 
John Paul Lucas, merchandising 
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and advertising manager, Duke 
Power Company. The program in- 
cluded also a demonstration-lecture 
by George Wheelwright, III, of the 
Polaroid Corporation, and an ad- 
dress by Mr. Atwater on “A New 
Era in Lighting.” 


The Exposition of Light, which 
included a series of educational 
demonstratons, was featured on 
Wednesday with a special program 
in the afternoon of interest to 
school officials, teachers, parent- 
teacher groups, architects and the 
general public. The Exposition was 
in charge of Paul T. Tysinger, 
Duke Power Company. 


Southwestern Lighting 
Group Meets in Dallas 


OVING exhibits and _ illus- 

trated talks featured the fall 
meeting of the Southwestern Sec- 
tion, Illuminating Engineering So- 
ciety, held in Dallas October 21-22. 
Several outstanding features were 
presented at the meeting, among 








Lighting authorities look over exhibit of original drawings submitted by architectural 

students in the 1938 |. E. S. Beaux Arts Competition. The exhibit was only one phase 

of Charlotte's (N. C.) “I. E. S. Week” held recently under the direction of Roy 

A. Palmer, local representative of the |. E. S. in Charlotte. In the picture, left to right, 

are Paul T. Tysinger, A. D. Cameron, vice president, |. E. S.. 0. W. Atwater, president, 
WwW 


C. Brown, director, Mr. Palmer, and W. F. Little, past president 











Nearly two hundred lighting engi- 
neers attended the meeting of the 
Southwestern Section, |. E. S., held 
in Dallas, Texas, recently 


which was the talk Friday evening, 
following dinner, by William G. 
Darley. 

Mr. Darley is a “Texas boy who 
made good.” He graduated from 
Texas A. & M. College in 1930, go- 
ing to General Electric Company 
in Schenectady for a year, and then 
joining the Nela Park staff in 1931. 
He has been very active in the 
preparation of the American Rec- 
ommended Practice of School 
Lighting—the new joint publica- 
tion of the A.I.A. and the IE.S. 
which has aroused so much inter- 

(Continued on page 42) 











layer the top. 


tion is applied over the top coil 
ends as required. 

Thus one short, narrow strip of 
insulation can be used to provide 
a tough insulating hood for the 
front coil ends of many types of 
windings. 


What Do You Know 
About Motors? . . 


By A. C. Roe 


HECK your’ knowledge of 
motor characteristics and re- 
pair methods by means of these 
“True or False” statements. Use 
your pencil and underline your 
answer as to whether the state- 
ment is true or false; then turn to 
page 34 for the correct answers. 
(1) When cutting fishpaper for 
use as winding cells, etc., it is im- 
material which way the grain of 
the paper runs. True or False? 

(2) When bending  fishpaper 
.04” or .056” thick the paper should 
be steamed or water soaked before 
bending. True or False? 

(3) A left hand armature coil 
is used by left handed winders. 
True or False? 

(4) Winding an armature with 
the commutator on the left and 
with left hand coils requires the 
winder to push the top coil half 
away from him. True or False? 
(5) The term magnet wire cov- 


Fig. 3. (Above) The next step in applying these strips 
is to trim every other one short so that a double layer 
will protect the extreme front ends of coils, a single 
Fig. 4. (Right) This is the final ap- 
pearance after the strips have been bent up and over 
the top of the coils, and fastened in place. 
insulation is applied on top as required 


Additional 


ers all types of wire such as round, 
square, rectangular, etc. True or 
False? 

(6) A right hand armature or 
stator coil, makes winding easy for 
right handed winders. True or 
False? 

(7) The term ribbon or strap 
means the same thing when applied 
to conductors used in armature or 
field coils, True or False? 

(8) When using combination 
slot cell material (such as treated 
cloth cemented to fishpaper) the 
fishpaper should be placed next to 
the iron. True or False? 

(9) A narrow cotton tape folded 
and sewed, or gummed paper folded 
along each edge as a selvedge, on 
bent winding cells reduces trouble 
from grounding windings. True or 
False? 

(10) Glass yarns used to produce 
glass tapes, strings, and cloths, etc., 
are made from ordinary window 
glass. True or False? 

(11) Glass tapes are a weak sis- 
ter compared to cotton or asbestos 
tapes of the same wid-h and thick- 
ness. True or False? 

(12) Glass insulation such as 
yards, tapes, sleeving, cloth, etc., 
are included in the A.I.E.E. ratings 


for Class B materials. True or 
False? 
(18) Glass tapes, _ sleevings, 


twines, and cloths, will not burn 
nor sustain flames. True or False? 
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(14) Glass tapes, sleeving, and 
cloths, can be obtained in thinner 





weaves than cotton or asbestos 
woven materials. True or False? 

(15) Glass insulation as used in 
coil and motor work is a “thirst 
material,” i.e., soaks up moisture. 
True or False? 

(16) When winding direct cur- 
rent armatures with steel wire 
bands on the coil ends, the space, 
if there is any, between adjacent 


coil ends, improves’ ventilation. 
True or False? 
(17) For alternating current 


stators using mush wound coils in 
partly closed slots, a flat separator 
between coils in the slots provides 
the best protection. True or False? 

(18) A phase coil in an alternat- 
ing current winding is just an- 
other “Phasia” expression. True 
or False? 


Range Service Hints 
(Continued from page 28) 

be put under tension by tighten- 
ing a screw too tight as it will cause 
the porcelain to flake off. This 
is particularly true on the parts of 
a range that are subject to some 
heat with the inevitable result of 
expansion and sure flaking. 

Snap switches that become hard 
to operate on ranges may be im- 
proved by using a light lubricant 
such as vaseline. 
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1. E. S. Week Celebrated 
In Charlotte, N. C. 


NDER the direction of Roy 

A. Palmer, local representa- 
tive of the Illuminating Engineer- 
ing Society in Charlotte, N. C., the 
entire electrical industry in that 
area cooperated recently in the ob- 
servance of a gala week devoted to 
the Better Light-Better Sight ac- 
tivity. With a program including 
daily meetings in which several na- 
tional officers of the I.E.S. par- 
ticipated, an exhibit of modern 
lighting equipment, radio broad- 
casts, an “Exposition of Light,” 
talks before civic and luncheon 
clubs to which the public was in- 
vited, the activity attracted much 
comment and favorable attention 
throughout the entire state. 

On Monday, October 3rd, the 
commercial and industrial exhibits 
which were sponsored by twelve 
national manufacturers of light- 
ing equipment, were viewed by the 
jobbers and electrical contractors. 
At 1:00 p. m. on that date D. W. 
Atwater, president, I.E.S., was the 
guest speaker at a luncheon of the 
Charlotte Engineers’ Club. Mr. At- 
water spoke on “New Lamps for 
Old.” 

Tuesday, October 4th, was desig- 





nated as I.E.S. Day, with both 
morning and afternoon’ sessions 
at the Charlotte Chamber of Com- 
merce. W. F. Little, past-presi- 
dent, I.E.S., discussed “What the 
1.E.S. Lamp Means to the Public 
and to the Electrical Industry.” 
A. D. Cameron, vice president, 
[I.E.S., spoke on “New Horizons in 
Lighting” and W. C. Brown, direc- 
tor, I.E.S., presented a demonstra- 
tion-lecture entitled “Lighting’s 
Parade of Progress.” 

Tuesday evening a banquet was 
given at the Chamber of Commerce 
in honor of Mr. Atwater who, with 
other guests, was welcomed by 
John Paul Lucas, merchandising 
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Duke 


and advertising manager, 
Power Company. The program in- 
cluded also a demonstration-lecture 
by George Wheelwright, III, of the 
Polaroid Corporation, and an ad- 
dress by Mr. Atwater on “A New 
Era in Lighting.” 

The Exposition of Light, which 
included a series of educational 
demonstratons, was featured on 
Wednesday with a special program 
in the afternoon of interest to 
school officials, teachers, parent- 
teacher groups, architects and the 
general public. The Exposition was 
in charge of Paul T. Tysinger, 
Duke Power Company. 


Southwestern Lighting 
Group Meets in Dallas 


OVING exhibits and _ illus- 

trated talks featured the fall 
meeting of the Southwestern Sec- 
tion, Illuminating Engineering So- 
ciety, held in Dallas October 21-22. 
Several outstanding features were 
presented at the meeting, among 








Lighting authorities look over exhibit of original drawings submitted by architectural 


students in the 1938 |. E. S. Beaux Arts Competition. 


The exhibit was only one phase 


of Charlotte’s (N. C.) “I. E. S. Week” held recently under the direction of Roy 


A. Palmer, local representative of the |. E. S. in Charlotte. 


In the picture, left to right, 


are Paul T. Tysinger, A. D. Cameron, vice president, |. E. S.. D. W. Atwater, president, 
W. C. Brown, director, Mr. Palmer, and W. F. Little, past president. 











Nearly two hundred lighting engi- 
neers attended the meeting of the 
Southwestern Section, |. E. S., held 
in Dallas, Texas, recently 


which was the talk Friday evening, 
following dinner, by William G. 
Darley. 

Mr. Darley is a “Texas boy who 
made good.” He graduated from 
Texas A. & M. College in 1930, go- 
ing to General Electric Company 
in Schenectady for a year, and then 
joining the Nela Park staff in 1931. 
He has been very active in the 
preparation of the American Rec- 
ommended Practice of School 
Lighting—the new joint publica- 
tion of the A.I.A. and the I.E.S. 
which has aroused so much inter- 

(Continued on page 42) 














Houston Electrical 
Board Selected . . 


Nine men were confirmed 
ditionally by Houston, Texas, City 
Council as members of the new 
electrical board which will carry out 
the provisions of a new electrical 
ordinance passed by the council a 
short time ago. 

The nine are: Seth Evans, elec- 
trical engineer of the Hughes Tool 
Company; J. B. Arthur, building 


con- 


manager of the Humble Oil and 
Refining Company; J. A. Muhl, 
electrical contractor; Don Ken- 


nard, electrical workers’ union of- 
ficial; L. K. Delhomme, research 
engineer for the Houston Lighting 
and Power Company; C. P. Thorn- 
hill, manager of the engineering 
department of the Realty Manage- 
ment Company; E. W. Rudloff; 
Chief Electrical Inspector Fred 
Goodson, and Public Works Di- 
rector J. M. Nagle. 

Muh] and Kennard were mem- 
bers of the old electrical board 
which administered the ordinance 
that was declared unconstitutional 
a year ago. 

The new ordinance provides for 
strict examinations for all persons 
handling electrical wiring and 
stipulates that all electrical work 
must be done under the supervi- 
sion of a bonded master elec- 
trician. 


Official Interpretation Of 
National Electrical Code . 


Interpretation No. 147 

Question 1. In view of the provis- 
ions of section 3813, cinsidered in 
connection with the code definition 
for switches in Article 100, was it the 
intention of the Electrical Commit- 
tee to recognize switching devices of 
the air-break, knife-blade type, as 
the main service disconnecting means 
for services having main fuses ex- 
ceeding 1200 amperes, 250 volts or 
less (600 amperes, 251-600 volts)? 

Finding: No. 

Question 2. If it was the intention 
of the Electrical Committee not to 
permit air-break, knife-blade de- 
vices as the main disconnecting 
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means at services having main fuses 
in capacities above 1200 amperes, 
250 volts (600 amperes, 251-600 
volts), was it the intention to require 
circuit breakers or oil switches, for 
such conditions? 

Finding: Yes. Suitable 
breakers or oil switches may be used 
in the event that sub-division of the 
service, as permitted in 2351-a, is 
not employed. 

Question 8. In view of the current 
practice of testing switches at 150 
per cent of rated current at rated 
voltage, is it the intention of the 
Electrical Committee to recognize a 
switch of the knife-blade type rated 
1800 amperes (900 amperes, 251- 
600 volts) as the main service dis- 
connecting means for services having 
main fuses of 1800 amperes capacity 


circuit 


(900 amperes, 251-600 volts) in ac- 
cordance with section 2357? 
Finding: No. 


Interpretation No. 149 
Question: Does section 5201 of the 





(Hang In Kitchen) 
Unoersrano Sarery Evowutions 


"ELECTRICITY" 


with 


ue Rie A. Pas our iF Rite OF | APPLY TO You 


1. Never touch a live wire or any electric 
wire. 

2. Never block a fuse. 

3, The fuse is your automatic cut-off when 
you have electric trouble, and blocking 
it destroys its value. 

Never use above 15 Ampere fuses in 
your home circuits. 

5. Never stand in bath tub or, on damp 
floor and touch an electric light socket. 

6. Never attempt to install additional wir- 
ing, always call a licensed electrician 

7. Never set an electric iron down without 
first disconnecting it. 

§. Never string extension cord under rugs, 
or on metal objects. 

9. Never allow any one to touch or disturb 
service lines, except the Electric Com- 
pany. 

For Information Call Fire Dept. Inspector 

2-7452 


FIRE PREVENTION COMMITTEE 
OKLAHOMA CITY CHAMBER OF COMMERCE 











Cooperating with the fire prevention com- 
mittee of the Oklahoma City Chamber of 
Commerce in efforts to interest the public 
in elimination of needless fire hazards, the 
Oklahoma Gas and Electric Company 
mailed out in October, during Fire Preven- 
tion Week, printed cards containing nine 
rues for using electricity in the home 
safely. The cards were conveniently 
punched to “Hang in the Kitchen.” 


1937 edition of the National Elec- 
trical Code apply to halls, auditor- 
iums, and similar parts of schools 
and other buildings not theaters or 
motion picture houses but having a 
stage designed, intended or used for 
shows or motion pictures? 

Finding: Yes. 

Interpretation No. 150 

Question 1: What is meant by the 
phrase “‘by other means’’ of section 
2311 of the 1937 edition of the Na- 
tional Electrical Code? 

Finding: ‘‘Other means” includes 
whatever method of protection 
against mechanical injury is accept- 
able to the authority enforcing the 
code. 

Question 2: May galvanized pipe 
be used as a means for mechanical 
protection for underground conduc- 
tors that run up a pole? 

Finding: Pulling wires into iron 
pipe that is not conduit is not rec- 
ognized in the code as a method for 
securing protection to contained 
conductors. 


Past President of Southern 
Section Recently Married . 

Friends of A. A. Coffin, electri- 
cal engineer, City of Mobile, Ala- 
bama, and past president of the 
Southern Section, I.A.E.I., will be 
pleased to learn of his marriage to 
Mary Mighell Harris on October 
26. The wedding took place at 
noon in the Government Street 
Presbyterian Church of Mobile. 


What Do You Know 
About Motors? 


These are correct 
the “True or False” 
listed on page 32. 

(1) False. The grain should run 
parallel to any possible bend, or 
parallel to core width to prevent 
cracking of the cell. 

(2) True. Thick fishpaper 
should be bent while wet to prevent 
cracking at the bend. 

(3) False. This denotes a coil 
that has its top half on the left 
when facing the lead end of the 
winding. 

(4) True. The winder faces the 
armature, pushes the coil away 
from him. For wave windings this 
is the better position. 

(5) True. Most manufacturers 
include all types and grades of wire 
under this heading. 

(6) False. A right hand coil is 
the term used to indicate a coil 
whose top half is on the observers 
right when facing the lead end of 

(Continued on page 42) 


answers for 
statements 
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“THIS LINE’S got just what the doctor iq 
ordered: long spans, A. C. S. R. conduc- r 
tors sagged to a gnat’s eyebrow, and ‘ 
; armor rods. I hate to say it, Mister, but we'll be a long 
time gone and she'll still be on the job.” That’s a line- 
man’s opinion of a well-planned line, well built. 
, Aluminum Cable Steel Reinforced supplies the enduring : 
; strength which permits building long spans with safety. 
It keeps that line in service year after year, storm after : 
. storm. High conductivity allows for future growth of load. 
; A. C. S. R. standards of construction assure freedom from 
interruptions, a minimum of maintenance. 
] Are you planning a new line, a rural extension or a 
; transmission line? Our engineers will gladly give you 
any help you may need in selecting suitable conductors 
and in making preliminary designs. ALUMINUM COMPANY OF 
; AMERICA, 2164 Gulf Building, Pittsburgh, Pennsylvania. 
; 
3 
FOR RURAL LINES 
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Light Conditioning Sales Program 
Launched By G-E Supply Corp. 


The most comprehensive lighting 
sales program ever formulated by the 
General Electric Supply Corpora- 
tion—a sustained activity designed 
to render a super service to custom- 
ers and prospects in the commercial, 
industrial, and utility fields was 
launched early this fall. 

This far-reaching activity, called 
the G-E Supply Corporation Light 
Conditioning Program, brought te 
gether for the first time in the com- 
pany’s history all the facilities and 
man power of the supply corporation, 
and three leading equipment  sup- 
pliers, all eight of which depend en- 
tirely or in large measure upon light- 
ing sales. 

Focal points for the rendering of 
this plus lighting service will be the 
75 district and branch offices of the 
supply corporation. 

An outstanding feature of the co- 
operative program was the five 
travelling shows, Performances will 
be staged in 75 key cit‘es and at three 
hundred trade and consumer meet- 
ings to be held throughout the coun- 
try during the following six months. 
These presentations, besides show- 
ing at a glance the broad united 
front of General Electric and _ its 
supporting lighting equipment sup- 
pliers, will dramatize and demon- 
strate all that is new in the realm 
of lamps and lighting. Experts will 
reveal precisely what the program 
means to utilities, to electrical con- 
tractors and to consumers in terms 
of increased kilowatt hours, lighting 
equipment sales, merchandise sales, 
and greater efficiencies in factory. 





the extensive 


Co-authors of 
GESCO Program and forming the 
general coordinating committee are 
three division heads of the supply 
corporation: W. W. Booth, manager 
of lighting sales; A. C. Prange, man- 


ager of supply sales; and Ray G. 
Worsley, manager of lamp sales. 

In addition to the supply corpora- 
tion, other divisions of the company 
participating in the program: the II- 
luminating Laboratory; the Vapor 
Lamp Works; and the Wiring Ma- 
terials Division. The participating 
lighting equipment manufacturers 
are: Curtis Lighting, Inc.; Holophane 
Company, Inc.; and, The Miller Com- 
pany. 


New Distributor For Virginia 
And North Carolina 


More than 125 electrical contrac- 
tors, dealers, and others of the elec- 
trical industry were entertained at 
a special dinner recently celebrat- 
ing the opening of the Virginia-Caro- 
lina Supply Company, in Danville, 
Virginia. This new wholesale distri- 
butor of electrical appliances, which 
will serve this section of Virginia 
and North Carolina, is. headed by 
Charles A. Womack, president. Other 
officers include J..F._ Finney, vice 
president and J. G. Council, general 
manager. 

The dinner was followed by brief 
remarks by representatives of lead- 
ing electrical appliance manufactur- 
ers introduced by J. G. Council, who 
presided over the meeting. A floor 
show concluded the meeting. 





Lighting display which Gesco will display in seventy-five cities 
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Thurston To Manage Memphis 
Air Conditioning Firm : 


Robert S. Thurston, head of the 


sales engineering section of the 
General Electric air conditioning de- 
partment for the past five years, has 
resigned his position to become gen- 
eral manager of the General Air Con- 
ditioning Co., G-E distributor in 
Memphis, Tenn. 





Mr. Thurston has been associated 
with General Electric air condition- 
ing activities since he joined the 
company in 1931. When the air 
conditioning department was formed 


he was made head of appliance 
engineering section. More recently, 
he has been in charge of sales 


engineering. 


Successful Appliance Show 
Held in Richmond 


Thousands of visitors attended the 
Electrical Home Appliance Show con- 
ducted in Richmond, Va., recently by 
the Richmond Electrical, Radio and 
Refrigerator Club. Local dealers and 
distributors cooperated in the show 
which featured all electrical house- 
hold appliances including radios, 
ranges, laundry equipment and re- 
frigerators. 

Much of the success of the show 
is attributed to the special entertain- 
ment over which Billy Burke presid- 
ed as master of ceremonies. Mr. 
Burke was recently appointed sales 
manager of Tower-Binford Electric 
& Manufacturing Company. Al- 
though he started in the electrical 
business thirty years ago with the 
old Virginia Railway & Power Com- 
pany, and has been associated for the 
past twenty years with the Tower- 
Binford Company, Mr. Burke is also 
an old hand in the entertainment 
field having toured the South years 
ago with Billy Burke’s Minstrels. 

R. A. Frayser was general chair- 
man of the committee in charge of 
the show. Mr. Frayser is also secre- 
tary-treasurer of the club. Other of- 
ficers are A. A. Hawkes, president, 
ana J. H, Hartman, vice president. 
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Apex To Spend $100,000 For 
Plant Improvements 


months, 
Apex will spend more than $100,000 
for manufacturing improvements in 


During the next three 


the Cleveland, Ohio, plants, C. G. 
Frantz, president of Apex Electrical 
Mfg. Co., manufacturers of house- 
hold cleaners, washers and ironers, 
recently announced. 

Plans for the construction of a 
complete new electric clothes wash- 
er assembly line, new machinery, 
tools and equipment, for increased 
and more efficient production of 
Apex washers have been approved 
and work is now under way. 

The new assembly line will be of 
the continuous progressive conveyor 
type patterned after the system used 
by automobile manufacturers. Apex 
washers will be built complete from 
frame to crating, as they move along 
conveyors in front of the workmen. 
Production capacity will be 500 
washers per 8 hour shift with a top 
of 1500 washers per 24 hour day. 
This is a 25% increase over present 
production. Full operation of the new 
assembly line is planned for January 
Ist, 1939. 

In making this announcement, Mr. 
Frantz said: “For the past several 
months, sales of Apex appliances 
have shown a healthy increase and as 
signs point to continued improving 
business conditions, we are convinc- 
ed that now is the time to prepare 
our company to take full advantage 
of this opportunity.” 


Traveling Shows To 
Educate Lamp Buyers 


Something new in selling was 
launched by the Westinghouse Lamp 
Division recently when five show- 
men, driving five shiny new trucks 
loaded to the gunnels with electri- 
cal apparatus, started itineraries 
planned to take them to every corner 
of the United States. A sixth truck 
to cover the west coast states start- 
ed direct from San Francisco. 

This sales-building caravan is one 
part of a comprehensive three-way 
program designed to coordinate the 
dealer-jobber and public utility ac- 
tivity of the Westinghouse Lamp 
Division. 

The second part of the program is 
the complete lighting load building 
plan for public utilities which is pre- 
sented every year by Westinghouse. 
This year’s plan includes illustrated 
letters, booklets, folders and talks on 
industrial, commercial, heme, school, 
sign and floodlighting. 

The third part of the program is a 











new business campaign for jobber 
salesmen, All Westinghouse Mazda 
lamp jobbers are inv:ited to partici- 
pate in this campaign. It is designed 
to run for six months and in addi- 
tion to a grand prize for the leading 
jobber in each Westinghouse Divi- 
sion, there are valuable merchandise 
prizes awarded each month to all 
salesmen in every jobbing house who 
reach their quota of new contracts. 


Lamp Guarantees Backed 
By Surety Bonds 


Incandescent lamps are now offer- 
ed for sale under a bonded guarantee 
of performance, according to an- 
nouncement by the Duro-Test Cor- 
poration. Purchasers of Duro-Test 


bulbs will hereafter receive a Na- 
tional Surety Corporation bond. 
Under these iron-clad terms, the 


Duro-Test lamps are guaranteed for 
2,000 burning hours within a maxi- 
mum period of one year. They are 
further guaranteed to test correct- 
ly within tolerances prescribed by 
United States specifications at their 
rated watts, lumens, volts and am- 
peres. Brilliant and spray process- 
ing sand crystal and other color 
finishings or coatings are guaranteed 
for the life of the lamp. Finally, un- 
der terms of the guarantee any 
lamps not meeting these requirements 
will be replaced free of charge, 





New Westinghouse Catalog 
Nearing Completion . . . 


A ribbon of paper 11,000,000 feet 
long and five feet wide has begun 
whirring through the presses to form 
82,000 copies of the new 1939-40 
General Catalog listing some 100,000 
styles and sizes of products of the 
Westinghouse Electric & Manufac- 
turing Company. On its pages is writ- 
ten the story of electric power, from 
generators to washing machines and 
toasters, from titanic steel mill 
motors to tiny one-twentieth horse- 
power motors to drive electric shav- 
ers 





Shown above are Ralph Kelly, 
vice president of sales, and G. H. 


Bucher, (right) president, Westing- 
house Electric & Manufacturing 


Company, inspecting an advance copy 
of the Company’s new general cata- 


log. 


Appleton Issues New Bulletin 


Appleton Electric Company, Chi- 
cago, Illinois, manufacturers of Elec- 
trical conduit fitting, extension reels, 
automotive accessories, ete., have 
just issued a new 52-page bulletin on 





One of six trucks in caravan now giving demonstrations all over the country for the 


Westinghouse Lamp Division. 


Picture shows part of the large quantity of material 


carried. Each demonstration truck is designed to assist dealers and jobbers and show 


customers the value of good lighting. The trucks wili visit every large town in the 


United States. . .. 
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“Appleton Automatic Take-Up Reels 
for Electric Cable and Automatic 
Take-Up Reels for Air Hose.” Many 
new reels have been developed and 
are illustrated and listed throughout 
this. bulletin. The bulletin contains 
valuable information which enables 
the user to determine readily the 
proper type of reel according to re- 
quirements. Copies of this bulletin 
will be sent upon request. 











News About People 


H. R. Smith has been appointed 
advertising superv.sor for the heat- 
ing device section of the General 
Electric appliance and merchandising 
department, Bridgeport, Conn., ac- 
cording to announcement by Roy 
Johnson, advertising manager of the 
G-E household appliance sales divi- 
sion. 

Mr. Smith has been associated with 






























General Electric at Bridgeport for 
eight years, and for the last six has 
been connected with heating device 
advertising. He succeeds George Lib- 
bey, who has been transferred to the 
sales department as commercial rep- 
resentative for the west coast with 
headquarters in Ontario, California. 
* *% *% 

Two changes in the personnel of 
the Norge Division, Borg-Warner 
Corporation, were announced re- 
cently by Howard E. Blood, presi- 
dent. M. G. O’Harra, was advanced 
from the position of eastern sales 
manager to that of vice president in 
charge of sales of North Division. P. 
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dent in charge of sales has been 
named vice president and assistant 
to the president. 

In his new position, Mr. OHarra 
will direct the entire sales activities 
of Norge Division. He has been as- 
sociated with Norge since 1930 when 
he came from the United States 
Rubber Company where he had been 
general sales manager of the G & J 
Tire Company Division. 

Mr. Z:mmerman, for the past year 
vice president in charge of sales, will 
have an important part in his new 
capacity in the further development 
of Norge plans which are under way 
for the future. 

* * % 

Appointment of J. Truman Steinko 
as advertising and sales promotion 
manager for Nash-Kelvinator Cor- 
poration’s Leonard Division was an- 
nounced recently by R, E. Legg, 
Leonard general sales manager. For 
the past several years Mr. Steinko 
has been a member of the corpora- 
tion’s advertising and sales promo- 
tion staff. 





Walter Jeffrey 


At the same time, Mr. Legg an- 
nounced the promotion of Walter 
Jeffrey to the position of assistant 
general sales manager of the Leon- 
ard Division. Mr. Jeffrey has been 
with the corporation for nearly nine 
years in various executive capacities 
in both the advertising and sales pro- 
motion departments. 

* * * 

Appointment of Harry Parsons, 

widely known in the electric range 


B. Zimmerman formerly vice presi- 















J. N. Stuart 


Harry Parsons 


industry, as sales manager of the 
Kelvinator range and water heater 
section, was announced recently by 
Henry W. Burritt, vice president in 
charge of sales of the Kelvinator Di- 
vision of Nash-Kelvinator Corpora- 
tion. Mr. Parsons has had 20 years 
experience in the merchandising of 
electric ranges and other appliances, 
according to Mr. Burritt, and will 
utilize his knowledge in extending 
the scope of Kelvinator’s range and 
electric water heater merchandising 
activities. Prior to joining the Kel- 
vinator organization, Mr. Parsons 
served for seven years as vice-presi- 
dent and general sales manager of 
Walker & Pratt Manufacturing Com- 
pany, Boston. 

At the same time Mr, Burritt an- 
nounced the appointment of J. Nel- 
son Stuart as director of advertising 
and sales promotion of the Kelvina- 
tor Division. 

* * 

Announcement has just been re- 
ceived from Hawkins & Hagen Elec- 
tric Sales Company that rapidly in- 
creasing business has made it neces- 
sary for them to seek larger quar- 
ters. The main office and warehouse 
of this firm is now located at 1509 
Chestnut Street, St. Louis, Mo. 

* * * 

Harris W, Divine, with office and 
warehouse located at 505 West 
Peachtree Street, Atlanta, Ga., has 
recently been appointed distributor 
for the Duro Pump Company, Day- 
ton, Ohio, for the states of Georgia, 
Alabama and Tennessee. Mr. Divine 
has a salesman in each state calling 
upon and cooperating with dealers. 

* * * 


Stafford L. Jones, of Dallas, 
Texas, announces that Allen Beinke 
has joined him in representing Wur- 
dack Manufacturing Company, St. 









Health 
Heater 











ment to you. 





Not only a most powerful 660 
Watt Heater but also an Infra- 
Red Ray Generator, the equiv- 
alent of devices selling at many 
times its cost. Double Utility 
for the low list price of $5.95 

















The Choice of Discriminating Customers 
who want real heating efficiency. 


MAKE IDEAL XMAS GIFTS 


Distinctive Designs and the long-life Globar Element, unaffected by 
Laboratory proof that RADIA Heaters are the 
Natural circulation with 
Demonstrate a sample—it will 


water or moisture. 
most efficient in effective delivered heat. 
no fan or motor to get out of order. 
sell itself and bring many more customers. 
Leading Jobbers have them in stock or we can make prompt ship- 
Trade Discounts—F.0.B. Pgh., Pa. 1—35%, 4 or more 
40%. Full freight allowed on 24. 


Manufactured by 


F. W. SHEPLER STOVE COMPANY 


1316 Sheffield St., Pittsburgh, Pa. 


Also manufacture full line of Wall Insert Heaters and Kitchen 
Ventilator 


Fan. Write for literature. 


Portable 
Electric 















The original RADIA 
Portable. Has scientifically de- 
signed reflector that spreads the heat rays 
over a wide area and natural circulation 
of heated air through back chamber. Made 
in 2 sizes. Lustrous Black Wrinkle finish 
with Chromium Reflector and trim parts. 
No. 110PF— 660 Watts ______ $7.95 List 
No. 212PF—1000 Watts ______ es: 
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Lovely to Look at... but 


A MIGHTY TOUGH SPOT FOR BURIED CABLES 





That’s why Amarine-40 
Rubber Insulated Cables are 


being used at San Francisco’s 


Treasure Island 


REASURE ISLAND, the site of 
the GOLDEN GATE Interna- 
tional Exposition is “made land.” 
This beautiful spot was literally 
pumped up from the bottom of the 
sea. The soil which composes Treas- 
ure Island contains quantities of salt 
and other deleterious substances. 
Where could one find a spot that 
offered tougher conditions for cables 
to resist? , 
The Engineers of the Golden Gate 


AMERICAN 
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THIS CABLE is 4/0 single conductor insulated 
with 10/64” of 400%¢ Amarine with tape and braid 
over all. The cable is laid directly in the ground 
with no external protection whatsoever. 


International Exposition thoroughly 
investigated rubber insulating com- 
pounds for use in their buried feeders 
which must supply the various build- 
ings and equipment on Treasure Is- 
land. The result was that they speci- 
fied Amarine 40 or its equivalent and 
purchased a large quantity for this 
service. 

Amarine-40 is an insulating com- 
pound designed especially for cables 
operating under water without pro- 


STEEL & WIRE 


Cleveland, Chicago and New York 


tection of lead or other water-proof 
coverings. Its outstanding character- 
istics are low water absorption, low 
specific inductive capacity, good ag- 
ing qualities and high insulation re- 
sistance. Amarine compound is still 
serving in some of the earliest installa- 
tions of non-leaded submarine cable. 
Its excellent properties were the rea- 
sons for the Exposition Engineers’ 
decision to use Amarine-40 for this 


severe service, 


COMPANY 


United States Steel Products Company, New York, Export Distributors 
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Louis, and Belson Manufacturing 
Company, Chicago. Mr. Beinke is an 
electrical engineer and a graduate of 
University of Texas. Mr. Jones also 
announces that he has added the line 
of the Ox Fibre Brush Company, 
Frederick, Md., for representation in 
the southwestern states. 


Inside-Silvered Lamps Offer 
New Lighting Economies 


Inside-silvered lamps that serve as 
their own reflectors and are said to 
offer numerous economies in com- 
mercial, industrial and home light- 
ing, are announced by the Birdseye 
Electric Co., New York. They are 
the invention of Clarence Birdseye. 
A coating of real silver on the in- 
side of the bulb forms the reflect- 
ing surface and the filament is plac- 
ed in an optically correct position 
with respect to this surface. Practi- 
eally all the light emanating from 
the filament is thus directed where 
it is needed. As the reflecting sur- 
face is sealed inside the bulb, dust 
and dirt cannot impair its efficiency. 

Birdseye Reflector Lamps are 
made in many types but fall into 
three general classifications: neck- 
silvered for direct lighting; bowl- 
silvered for indirect lighting; and 
side silvered tubular lamps for show- 
case and cove lighting. Particularly 
popular for window display lighting 
is the “‘Intensifying Spotlite” throw- 
ing a splash of light that diffuses 














SEPCO 
TABLE TOP MODEL 














with Porcelain FRONT as well as 
TOP—to permanently match other 
kitchen appliances. 


AUTOMATIC ELECTRIC HEATER CO., Inc. 


Pottstown, Pa. 
Southern Division Headquarters: 
P. O. Box 1707. Birmingham, Ala. 


















into the background lighting. 

Many of the foremost industrial 
plants have installed the Birdseye 
Reflector Lamps including many of 
the automobile factories where they 
are used to illuminate the produc- 
tion lines. Railroads, too, are rapidly 
installing them in the crack, new, 
streamlined trains and many of the 
well-known Fifth Avenue stores are 
lighting their windows with these new 
lamps, 


Two New Vacuum Cleaners 
By Hamilton Beach 


Hamilton Beach announces two 
completely new vacuum cleaners 
featuring lighter weight and larger 
cleaning area. They are designated as 
the No. 12 Standard Model, weigh- 
ing only 12 lbs, 3 oz., and the No. 
14 De Luxe Model which weighs only 
12 lbs. 13 oz. 

Both are full size, 14 inch motor- 
driven brusk cleaners with remark- 
able lightness in weight for easy car- 
rying and fast tireless operation— 
bigger capacity (23% sq, in. on the 
rug) with new ease of handling and 
control. 

The No. 12 Standard Model in- 
corporates such features as the “high- 
to-low”’ nozzle adjustment with less 
than one turn of the adjustment 
knob, new accordion type bag with 
wide opening mouth making empiy- 
ing easy, toe-operated lock on handle 
fork locking handle rigidly for 
cleaning stairs. This cleaner is pric- 
ed at only $29.90. 

The No. 14 De Luxe Model has a 
powerful ball-bearing Hamilton 
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Beach Motor, the bearings being 
grease-packed at the factory and re- 
quir-ng no_ additional lubrication. 
Among the manv other features are 
toe-tip five-position nozzle adjust- 
ment, bright wide vision floor light, 
balloon type wheels, built in radio 
interference eliminator, chrom:um 
plated handle. The De Luxe Model 
retails for $39.75. 














New Trol-E-Duct Catalog 
Issued By Bull Dog Co. 


The Bull Dog Electric Products 
Company, Detroit, Michigan, have 
just announced a revised edition of 
their Universal Trol-E-Duct Catalog, 
designated as Catalog No. 386. 

This 36-page publication describes 
the Bull Dog Company’s unique wir- 
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“Steal Strand 


SS 
ao and} 
Telegraph Wire 


Where strains and 
stresses are heaviest, where 
corrosion takes its greatest 
toll, Crapo Galvanized Steel 
Strand and Telephone Wire 
constantly are proving their outstand- 
ing superiority. The heavy, tenaciously 
bonded zinc coating, maximum tensile 
strength and correct ductility insure 
longer life and lower maintenance cost. 
Insist upon Crapo Galvanized Pro- 
ducts for better performance under 
all conditions! Ask your Jobber or 
write direct! 


——— STEEL & WIRE CO. 
MUNCIE, « INDIANA 
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D>) Galvanized 
(rape ) Strand and 
Telephone 
ae” ~Wire can be 
obtained readily in all stand- 
ard grades and sizes. 
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ing system for industrial plants and 
commercial buildings. It is profuse- 
ly illustrated showing construction 
details and installation views. A 
feature of-the catalog is the intro- 
ductory section which has_ been 


handled in a most unusual manner. 
Copies of the publication are avail- 
able upon request. 


Wiremold Fluorescent Strip 


The newly developed Wiremold 
Fluorescent Strip No. 3000, consists 
essentially of a raceway base No. 
3000 B and cover No, 3000 C. The 
strip, with its conjugate fittings, 
readily lends itself for the various 
adaptations of the Fluorescent lamp. 





Noteworthy in design of the sys- 
tem are five salient features, listed 
below: 

1. Wiremold auxiliary clamp de 
signed to hold any standard thermal! 
type auxiliary coil securely in the 
raceway. 

2. With the auxiliary coil in place, 
the raceway has ample capacity for 
10 No. 12 R. C. conductors, thus pro- 
viding means for the flexible and eco- 
nomical operation of a number of 
lamps. 

8. The thermal type coil is located 
within the raceway which provides 
for a simple wiring installation. 

4. The base of the strip is provided 
with wood screw knockouts located 
on approximately 8 inch centers. 
Also knockouts for 1-2 inch and 3-4 
inch armored cable or conduit con- 
nectors are profided on 8 inch cen- 
ters, which greatly facilitates the 
easeof connecting the strip to other 
wiring systems. 

5. The snap-in receptacle clamp 
provides a simple means for wir- 
ing and holding any standard Fluo- 
rescent lamp receptacle securely in 
the channel. 


Ideal Insulation Tester 


The Ideal Commutator Dresser 
Company, Sycamore, Illinois, has de- 
veloped a new insulation tester. This 
device is very accurate, tests up to 
2,500 volts, and because of its sim- 
plicity of design is very easy to use. 
It quickly indicates whether or not 
there is a short, ground or broken 
wire. It is especially suited for test- 
ing insulation of low-voltage equip- 
ment. 

This tester was designed with the 
safety of the user in mind. All cur- 
rent-carrying parts are fully and 
carefully insulated, making the Ideal 
Insulation Tester safe to operate. 
Outstanding safety features include 
a three-wire primary cord, spring- 
operated cover over _hi-potential 
secondary test points, and a red in- 











TYPE SM TEST SWITCHES 


(Stud Mounting) 


Type SM (stud 
mounting) Test 
Switches mount 
directly on the 
back connecting 
studs of the 
relays, meters 
and instrumer’s 


they serve 
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Cat. No. IA-111925 SUPERIOR Type SM Test 


Switch mounted on the studs of an IA relay. 


Put Type SM Test Switches on your crowded switch- 
They'll 


boards. 





give you the safe and sure test 
facilities you need. 


Bulletin 371 
describes Type SM 
Test Switches. 


Write for it. 


SUPERIOR 


Ss 


Cat. No. COD-111211 SUPERIOR Type SM 
Test Switch mounted on the studs of a CO 
relay having duplex trip coils. 


Superior Switchboard 
& Devices Company 


*Been at it Since 1920 


CANTON, OHIO 











dicating lamp. 
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Note handy position for laying the bottom leads of a d-c armature with “left hand coils” 


and with commutator at the winder’s left. 


top half pushed away from winder. “B” 


“C” is a steel shaping drift. 


What Do You Know 
About Motors? 


(Continued from page 34) 


the winding. 

(7) False. The term ribbon de- 
notes a rectangular conductor that 
is insulated before using, while the 
term strap denotes a rectangular 
conductor used bare and insulated 
during or after forming the coil. 

(8) True. The fishpaper base 
provides the mechanical protection 
and the treated cloth is used for 
its high dielectrical value. 

(9) True. The selvedged edges 


“A” indicates top of left hand coil with 


indicates center of lead pitch mark. 


prevent the cells from tearing at 
the bottom of the slots where the 
cells are creased. 

(10) False. The glass used is 
alkali-free, is melted at 2600 de- 
grees F., then moulded into marbles. 
These marbles are inspected for 
gas bubbles or poor moulding, then 
remelted to make glass yarns. 

(11) False. The tensile strength 
of glass tapes at room temperature 
is five and one half times that of 
cotton tape, and twenty-four and 
one half times that of asbestos 
tapes. 


(12) True. Glass insulation un- 
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treated is 100 per cent inorganic 
material. 

(13) True. Glass tapes, etc., 
untreated, will not burn. The 
fusion point of this material is 
around 800 degrees C. It will melt 
but won’t carry a flame. 

(14) True. Glass tape can be 
obtained as thin as .003”, and the 
cloths as thin as .0025”. The sleev- 
ing is made with .006”, .012”, and 
.015” inch thick walls. 

(15) False. Glass insulation for 
electrical use is non-hygroscopic, 
i. e., will not absorb moisture. 

(16) False. This space should be 
filled with hard sheet insulating 
material to prevent collapse of the 
coil ends, and to arch bind the 
winding. 

(17) False. A flat separator al- 
lows wires to pass in the slots; a 
concaved or dished separator can be 
made wider and thus will adjust it- 
self to different slot positions and 
prevent wires from slipping by. 


(18) False. It is the coil at the 
beginning and ending of each pole 
phase group that requires addi- 


tional insulation. 





Southwestern Lighting 
Group Meets in Dallas 
(Continued from page 33) 


est in school lighting. Mr. Darley 
spoke on the J.E.S. school lighting 
code. 

Another outstanding feature of 
the meeting was presented by Guy 
Malloy and assistants, who handle 
show window displays for Neiman- 
Marcus Company, Dallas, 














YOU TOO 


CAN INCREASE SALES AND PROFIT BY ADDING 


BURKS TURBINE WATER SYSTEMS 


TO YOUR PRESENT LINE OF APPLIANCES 


APPLIANCE JOBBERS and DEALERS 
Everywhere, are preparing to cash-in 
on the ever increasing market for 
Water Systems—by adopting BURKS. 








A BURKS BURKS FULL 
WATER SYSTEM TURBINE PARTICULARS 
Po tonl WATER SYSTEM mee 
“Only One Moving Part” 





NO TRADE-IN PROBLEMS 

























THE WORLD FAMOUS 


Thousands of electric Water Systems 
will be sold during the next few 
months—on new rural electric lines. 











Franchise Still Available In A Few Territories 


DECATUR PUMP COMPANY 





e DECATUR, ILLINOIS 











here is one unit 
of the SUPER NIAGA- 
RETTE SERIES Shallow Well Water Sys- 
tems——Lifts Water 28 Feet. 
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Other speakers ot the Friday af- 
ternoon session, after a report by 
Secretary-Treasurer P. M. Ruther- 
ford, Jr., included P. M. Cordell, 
who reported on the recent national 
convention; H. B. Sudekum, who 
presented a paper on “The Effect 
of Heat Gain from Modern Light- 
ing on Air Conditioning’; V. J. 
Graham, who demonstrated ‘New 
Light Sources”; and Stanley Zer- 
cher, who described “Outstanding 
Installations in the Fort Worth- 
Dallas Area.” 

At the Saturday morning ses- 
sion, Mr. Graham was again on the 
program, presenting “Home Light- 
ing Notes from the I.E.S. Conven- 
tion.” Other speakers and their 
subjects were: Miss Ethelle Hud- 
son, “New Application in Home 
Lighting”; O’Neil Ford, “An Ar- 
chitects Approach to Home Light- 
ing; and T. P. Evans, “Home Wir- 
ing Practice for 1939.” A sym- 
posium of home lighting sales prac- 
tices, led by C. R. Davis, concluded 
the meeting. 

Floyd Covington, San Antonio, 
chairman of the Southwestern Sec- 
tion, presided at both sessions. 





Fluorescent Tubes Provide 
Economical Lighting 
(Continced from page 11) 


be done so as not to interrupt 
banking operations. A temporary 
overhead scaffold was built in 
the main banking room. The 
scaffold was covered with tar- 
paper and temporary lights were 
placed under the scaffold. Then 
work went right ahead at the 
ceiling. 

Twenty circuits of No. 10 wire 
were extended to the 20 10-ampere 
transformers supplying the neon 
tubes. The lighting circuits are 
controlled by remote control 
switches in the main banking 
room. Heavy duty contactors are 
located in the basement. Two 
small wall switches are located 
in the main banking room, which 
enable the manager to turn the 
main lighting off.or on as easily 
as a single lighting fixture in the 
average home. 

The underfloor wiring system 
used is one of the most modern 
and complete in Knoxville. 

A radio type intercommunica- 
tion system was installed between 
officers’ and tellers’ desks and the 
accounting and bookkeeping de- 
partments. The accounting and 
bookkeeping departments were 
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GREENLEE KNOCKOUT TOOLS.... 


Timesavers for Enlarging Holes 
in Metal Boxes and Panels 


This message is addressed to every contractor who wants to save time in the 
enlarging of holes for conduit in metal boxes, panels, etc. No longer is it neces- 
sary to use makeshift methods, to file or ream. A Greenlee Knockout Punch or | 
Cutter and an ordinary wrench are all that is required. They do the job quickly, 
easily, leaving a hole that is accurate and smooth. Below are shown the tools 
available for enlarging holes for conduit from 1/2 to 3-inch sizes. 


Nos. 735 and 737 


Knockout Punch Sets 
To the right is shown the leather 
case and one of the punches of 
the No. 735 Set. This set con- 
sists of four punches for enlarg- 
ing holes for ¥2, 34, 1 and 1%- 
inch conduit. The No. 737 Set is similar, except that it 
consists of two punches for 1/2 and 2-inch conduit. They 
will enlarge holes in metal, having a thickness up to Y- 
inch, quickly and accurately, eliminating all reaming and 
filing. 


Improved Drive for 2-Inch Punch 

Above are illustrated the drive screw and nut which can 
be furnished to replace the cap screw ordinarily used with 
the 12-inch punch. The small thread at the end holds the 
punch while the nut operates on the heavier threaded sec- 
tion against the die. This arrangement adds to the life 
of the tool when cutting the heavier-gauge metals. 


No. 740 
Knockout 


Cutter 

This tool is regularly 
equipped for enlarging 
holes for 12, 2, 2Y2 and 
3-inch conduit. Odd sizes of holes can 
also be cut by equipping it with the proper 
size discs. It is operated by an ordinary 


wrench, the cutting being done by the two 
Because of the demand for larger wheel cutters. 


punches, these have been added re- .* © 


cently for 2/2 and 3-inch conduit. OTHER MONEY-SAVING TOOLS are listed in the 
They are packed and sold individually. attached coupon. Use it to ask for complete data 
on them as well as on Knockout Tools. 


GREENLEE TOOL CO., 1707 Columbia Ave., Rockford, IIl. 


———-—-— — ——-Use This Coupon and Save Time— — — — — — — - 


GREENLEE TOOL CO., ROCKFORD, ILL. 
Please send information on the foliowing tools: 


C1) Knockout Tools () Improved Drive for 1/2” Punch [JConduit Benders (() Cable Puller 
CJ Joist Borer () Electricians’ Bits [) Bit Extensions [Radio Chassis Punches [] Pipe Pushers 


po NE I Ne On es AR RY eee ne _..... Address 
eae eee Se Ney Pa ee ee ee ee { fe eee 
My Jobber is __ 











NOS, 738 AND 739 PUNCHES 














4 


moved to the lower floor, and the 
new inter-communication system 
enables the bank to give even 
more rapid service than when all 
departments were on the same 
floor. 

Indirect illumination behind 
each window lights up the glass 
panels which carry the window 
number and description as well 
as the teller’s name. 

The spacious directors’ room 
in the basement is lighted by an 
attractive indirect fixture, giving 
a soft and evenly diffused light 
throughout the room. Other 
rooms and working spaces are 
well lighted by modern fixtures. 

The management has given con- 
sideration to the comfort of em- 
ployees by installing an electric 
automatic hot water heater for 
showers and lavatories. 

“The wiring alone on this job 
cost about $3,500,” said Glenn H. 
White, manager of Ideal Electric 
Co. “That doesn’t include the cost 
of neon tubes. The fact that it 
was a remodeling job, in a con- 
crete building, made the work 
somewhat more difficult than it 
would have been in a new installa- 
tion. 
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“The illumination seems to at- 
tract greatest attention as it is 
most unusual. It is a job that 
required a great deal of study and 
planning. I believe that kind of 
illumination is the coming thing. 
Not only does it give a better 
quality of light but the operating 
cost is reduced considerably. It 
is too early yet to tell definitely 
about operating costs, but I be- 
lieve that the cost for this instal- 
lation may be only two-thirds that 
for the usual type lighting; per- 
haps not that much. 

“The sign out in front is par- 
ticularly interesting. It is not 
the usual electric sign and it is 
not just a neon sign. In back of 
the letters which stand out from 
the building are green neon tubes 
which silhouettes the letters 
against the illuminated building 
wall. It is really an application 
of indirect lighting to an outside 
sign.” 

The overhead fixtures in the 
soundproof ceiling of the main 
banking room, which look some- 
what like lighting fixtures, are 
Anemostats which, without fuss 
or noise of any kind, circulate six 
air changes per hour. The air- 
conditioning system was installed 
under the direction of Hazen E. 
House, engineer for the Knoxville 
General Electric distributor, Elec- 
tric Home Servants Co. It is the 
first of its kind to be installed in 
Knoxville. Two small change- 
over switches are used to switch 
from summer to winter operation. 
The plant can be operated by a 
single snap switch on the first 
floor. In summer, the inside tem- 
perature control changes auto- 
matically with the outside tem- 
perature. 


Technical Problems Discussed 
At Miami A. |. E. E. Meeting 
(Continued from page 26) 


from the tank and core of the 
transformer as well as from the oil. 
After returning the transformer to 
service, the oil was circulated 
through a blotter paper press into 
a tank filled with activated alumina 
and thence through an automobile 
type filter into the transformer. 
The tank should be of a closed type 


sorbent need not be a closed vessel. 
The oil should be admitted at the 
bottom and flow upward in order 
to carry a minimum of dust, al- 
though the amout of dust is very 
small. The open type tanks used con- 
sisted of discarded lightning ar- 
rester tanks. In treating twelve 
7000 kva transformers, 150/13.2 
kv rating, 1600 pounds of activated 
alumina was used, half of the 
quantity being placed in each tank. 
Each transformer contained 3300 
gallons of oil. The figure shows a 
diagram of the arrangement of the 
equipment, using open tanks. 

“The length of time required for 
the correction of acidity varies ac- 
cording to certain conditions. The 
higher the acidity the faster the 
correction for a given amount of 
material. The longer the material 
is used, between reactivations, the 
slower becomes the rate of adsorp- 
tion. It is economical to reactivate 
the material before reaching the 
end point. 

“The minimum size of trans- 
former treated was 100 kva. In 





MANUFACTURERS REPRESENTATIVE 
covering Southeast States needs addi- 
tional lines. Reply to Box 62, care 
ELECTRICAL SOUTH, Grant Bldg., 
Atlanta, Ga. 














Burndy announces type KPA 28 — a recent 
addition to the SCRULUG line. This handy, 
sturdy connector takes cables from 1/0 str. 
+to 4/0 str. Prices on request. 


BURNDY 


ENGINEERING COMPANY, Inc. 
459 E. 133d St., New York, N. Y. 


if the pump on the filter is used to 
force the oil through the activated 
alumina into the _ transformer. 
Sludge-free oi] may be caused to 
flow by gravity through the acti- 
vated alumina into the blotter pa- 
per filter press and pumped di- 
rectly into the transformer. In this 
case the tank containing the ad- 
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“Dealers want fast- 
moving, profitable 


Stoker line!” 


DEALERS 
WANTED ... 


FREDERICK STOKERS 


Let's get together! We've a completely 
modernized line of Anthracite and Bituminous 
Stokers. Compact, neat, priced right and fast sell- 
ing. Your inquiry brings you Liberal Dealer's 


Proposition, without obligation. Write— 


The FREDERICK IRON & STEEL CO. 
P.R.R. & Eighth Street 
FREDERICK, MARYLAND 


“Builders of Good Stokers for 20 Years” 











AUT = * ° ¥. ic 
“  f 
TIME Switch 
WITH 
TWO SEPARATELY- 
CONTROLLED 
CIRCUITS - 
$22.50 


Two Time Switches in 
one! Two circuits of 20 
amperes each, with in- 
dividual time controls. 
Ideal for controlling 
night lights in apart- 
ment house halls. Ideal 
for operating electric 
signs and window lights 
from one switch, at dif- 
ferent times, etc. 


Write for Information. 


TOMATIC ELECTRIC MFG. CO., Mankato, Minn. 





OB-S %” 
standard-duty 
drill 


OB-8 1%” : 
light-duty OB-4 %" 
drill standard-duty 
drill 


00 YOU KNOW 
ay ay 


.., ooo SIGNAL DRILLS? 


The Posi and well-known line of Signal Portable 
Electric Drills invites comparison for appearance, size, 
quality, and dependable long life performance in their 
rated capacities. Why don’t you start making the profit 
that is yours on this line? Write for complete inform- 
ation today. 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE, MICH. 
Offices in all principal cities 


EXTRA SALES FEATURES— 
the extra features of the Ham- 


' ilton Beach food mixer give 
S you extra selling points— 


easier ‘sales. 

NATIONALLY ADVERTISED 
in the Rotogravure Section of 
Sunday newspapers. ¢ 
FREE DEALER HELPS— 
Complete — attractive. Furn- 
ished free on request. 


Order Hamilton Beach food mixers 
from your Wholesaler. Write us for 
free dealer helps. 


HAMILTON BEACH CO. Racine, Wis. 
Division of Scovill Manufacturing Co. 














Did You Know— 


a you could copy of that valuable book 
HANDBOOK OF "INTER OR WIRING DESIGN”—with 

scription to ELECTRICAL SOUTH? This handbook meets 

felt need in dealing with the problem of inadequacy 

capacity and the handicap it places on electrical progress 

the first standard of wiring adequacy equally pt 

branches of the industry and the eight Nat 

assisted in its preparation and are sponsoring 

this Handbook help you to good wiring serv 

satisfaction and more profits. It may be 

subscription to ELECTRICAL SOUTH for 

subscription for $3.50. 


ELECTRICAL SOUTH 


GRANT BLDG., ATLANTA, GA. 











This line leads to “Miss 
Uptegraff’ and to another 
Uptegraff Distribution 
Transformer on page 47. 
Designed and built by R. E. 
Uptegraff Mfg. Company of 
Pittsburgh, Pa. 




















GREATER SAFETY 
ON ICY, ‘‘HOT’’ LINES 


From predictions, this winter is going to be a 
costly one in line damage. DON’T let it be 
costly in Linemens’ lives! Protect them and 
permit them to do their work quickly without 
worry with MARSHALL’S ONE-PIECE LINE- 
MEN’S SHIELDS. Over 1000 utilities now 
standardize on them and not one of them has 
suffered a loss of life. Write today for prices 
to Linemen Protector Co., 1744 W. Alexandrine, 
Detroit, Mich. 


MARSHALL’S 
LINEMEN’S SHIELDS 











WANTED 


SALES REPRESENTATIVES 


Exclusive Territories Open 


CONNECTICUT TELE- 
PHONE AND ELECTRIC 
SIGNALING DIVISION of 
Air Devices Corp., Meriden, 
Conn., is prepared to grant 
exclusive territories now 
open to engineering and 
sales organizations equip- 
ped to sell Connecticut 
Signaling and Telephone 
Systems for hospitals, apart- 
ment houses, hotels, offices, 
factories, etc. Large line— 
many exclusive features— 
new developments; modern 
engineering and manufac- 
turing facilities; new and 
practical demonstration 
equipment; liberal policy. 


Write for further details 
and appointment. 


J, A. SULLIVAN, Sales Manager 

















smal] transformers the best meth- 


od is to suspend a canvas bag, filled 
with activated alumina, inside the 
transformer. If this is not desir- 
able, the oil may be accumulated 
and treated in a quiescent state for 
ten days in a tank containing about 
one-half pound of activated alum- 
ina for each pound of oil. The tank 
may be refilled with oil several 
times before reaching the capacity 
of the adsorbent. The maximum 
time required for treatment of one 
transformer was eight weeks for a 
14,000 kva transformer containing 
4000 gallons of oil. One operator 
was used, workings 40 hours per 
week, 2100 pounds of activated 
alumni were used. (The acidity at 
he beginning was at netralization 
number 0.98 and 0.14 at the end.) 
“Tt has been indicated that there 
is a definite limit to the amount of 
acidity which may be adsorbed by 
the material. After this point is 
reached, the activated alumina may 
be reativated. This also means that 
a smaller amount of material may 
be used by stopping the operation 
and reactivating the adsorbent as 
many times as necessary. No limit 
has been found in the number of 
times reactivation may be made, 
but the mechanical wear during 
handling will cause a loss of about 
3% during each reactivation. 
“The reactivation process con- 
sists of heating the oil-soaked ac- 
tivated alumina, in a suitable con- 
tainer, with hot air at 400 degrees 
fahrenheit blown through the bed 
alumina. When the temperature of 
the bed exceeds the ignition tem- 
perature of the oil, combustion 
proceeds with air supplied at room 
temperature until] all carbonaceous 
material is consumed. Control of 
the draft should be used so that the 
temperature of the activated alum- 
ina does not exceed 1000 degrees 
fahrenheit. Temperatures in ex- 
cess of 600 degrees fahrenheit per- 
manently impair the _ activated 
alumina for the adsorption of mois- 
ture, but does not affect its prop- 
erty of adsorption of acid from oil. 
“The development of the appara- 
tus and methods for the mainten- 
ance of oils has given the indus- 
try a new approach to a difficult 
problem which concerns the con- 
tinuity of service of power equip- 
ment. Other materials which have 
long been available were restrict- 
ed to use in central] storage and 
treating plants. Such use is re- 
stricted to treatment after consid- 
erable deterioration has _ taken 
place. A program of preventive 
maintenance led to the develop- 
ment of apparatus and the selec- 
tion of a material which would re- 
move acidity as formed in field ap- 
paratus. The problem was not con- 
sidered solved until methods, ap- 
paratus and material were adapted 
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to portable use in any field loca- 
tion. One operator of a semi-skilled 
type is required only during the in- 
itial reconditioning process and the 
infrequent reactivation of material 
in automatic filters.” 

“Shop Practise in the Rapair of 
High-Voltage Bushings” was the 
subject of a paper next presented 
by Geo. F. Stratton and Wilson L. 
Stratton, both of the Armature 
Winding Company, Charlotte, N. C. 
In this paper, the authors describe 
the successful results obtained in 
the repair of high voltage bush- 
ings after considerable experi- 
mentation. Since 1931, the authors 
report, over 1200 bushings have 
been repaired and of that num- 
ber only ten failed during tests be- 
fore leaving the shop, and only 12 
have been reported to have failed 
in service. 

The Wednesday session was con- 
cluded with a paper presented by 
R. B. George and B. B. Bessesen, 
Tennessee Valley Authority, de- 
scribing generator damper wind- 
ings at Wilson Dam. 





ELECTRICAL ESTIMATE 
BLANKS 


(fine for estimating on FHA jobs), Time Sheets, 
Job Tickets, and other useful printed forms fer 
Electricians our specialty. Reasonable prices 
which include delivery. Prompt attention to in- 
quiries and orders. Write for free samples. 


L. FINK & SONS, Specialty Printers 


138-44 Elm Ave. Laurel Springs, New Jersey 








YOUR KEY TO 
COMFORT 






eunox 


9th and WASHINGTON 
50% OF ALL ROOMS $3.50 OR LESS, SINGLE 
$5.00 OR LESS, DOUBLE 
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CHROMALOX aance nits 
Sales point number one 
, many ranges 





because they cook faster, de 
more cooking per power dol- 
lar, are easier to clean, last 
longer, require practically no 
servicing. Be ready for the . 
customer who says “I want a 
range with Chromalox Units.” 
Get the facts—write us or 
our nearest representative. 


Coolair sales to new home builders ATLANTA, Ga.—C. B. Rogers, 1000 Peachtree St. DALLAS, Texas— 
will bring you extra profits now. = Elgin B. Robertson, 1215 N. Zangs Blvd. RALEIGH, N. C.—W. R. 
Phillips. OKLAHOMA CITY, Okla.—Paul Berry, 3128 N. W. 26th St. 


eee Sacksonville, Fla. 
TORK CLOCKS C. B. ROGERS 


’ Pe , . cee 
Window Lighting, Signs, Heating, ELECTRICAL HEATING ENGINEER 
Ventilating and Air Conditioning. CHROMALOX 
Portable Models for Radios and Cookers ELECTRICAL HEATING UN/TS 
$9.75 and up and 
WRITE FOR BULLETINS | CHROMALOX 
EQUIPPED PRODUCTS 


W. H. Berry, Jr. | ausetliin 


|| 88 Pryor St., S. W. Atlanta, Ga. | 1000 PEACHTREE STREET 


The Tork Clock Co., Inc., Mount Vernon, New York ATLANTA, GEORGIA 























DOUBLE DUTY LIGHT 


T&T searchlight combines beam lamphead at 
one end; flood lamphead at other end 


@ Good local light on near- 
by area 


@ 10 ft. light spread at top 
of 40 ft. pole 


@ Designed for utility re- 
pairmen 


@ Sent “On Approval” 


wn CARPENTER MFG. COMPANY 


yee aie a || Sidney St. Cambridge, Mass. 





oe? 
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This line leads from an- 


other Uptegraff Distribution 





Transformer on page 45. Al- 4 





- ay ways the last word in Trans- 
formers. Designed and built 


H @) T E L C R a: R by R. E. Uptegraff Mfg. Com- 


CLEVELAND pany of Pittsburgh, Pa. 


Affiliated with American Hotels Corporation « J. Leslie Kincaid, President 
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